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A Policy You Can Sell 


A $5,000 Policy In THE UNITED LIFE 
and ACCIDENT INSURANCE COMPANY 


of death from certain SPEC- 
IFIED ACCIDENTS. 


$50 PER WEEK, direct to 
the insured, in case of total 
disability as a result of ac- 
cidental injury, for a period 
not to exceed 52 weeks; and 
after that $25 PER WEEK 
throughout the period of 
disability, 


PAYS 


$5,000, the face of the policy 
in case of death from any 
cause. 


farmniees  e 


$10,000, or DOUBLE tne 
face of the policy, in case of 
deathfromanyACCIDENT. 


$15,000, or THREE TIMES 
tle face of the policy in case 


sites Fu a 


A Sound, Conservative- 
New England Institution 


United Life and Accident 
Insurance Company 
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Zurich 


A Casualty Company 
with a fifty-two year 
old record for genuine 
insurance. Entered in 
almost everystate and 
Canada. Writing all 
Casualty Linesinclud- 
ing Burglary, Plate 
Glass, and Special 
Risks. © GW W LW 


ZURICH GENERAL ACCIDENT AND 
LIABILITY INSURANCE CO., Ltp. 


HEAD OFFICE EASTERN DEPT. 
INSURANCE EXCHANGE 45 JOHN STREET 
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PROTECTION’? 





A COUNTRY-WIDE INSTITUTION! WHY? 


When a business institution shows consistent growth 
there is sure to be a reason behind it. The growth of the 
Reliance Life Insurance Company is easily explainable. The 
reason lies in Perfect Protection. This company presents 
through its Perfect Protection policy something unique in 
life insurance, a policy that covers the contingencies of life, 
as well as those of death. 


More and more people, from Maine to California, are 
placing their reliance in Perfect Protection—because it offers 
to them a means of insuring themselves and their loved ones 
against privation, whether by reason of sickness, accident, or 
death. All this in a policy so well devised that it is within 
the reach of every pocketbook. It will be worth your while 
to look into it. 


PMN 





tional agency material. 
— ; 














But That’s Not All 


There are three excellent reasons for seeking a contract 
with the Reliance Life. First—the company is financially 
“as sound as a dollar.” Second—it markets Perfect Pro- 
tection Policies, which are in demand and therefore readily 
salable. Third—the company hag plenty of room for addi- 





Reliance Life Insurance Company 
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NEW ENGLAND AGENTS’ CONVENTION 


Adoption of Virginia Credit Rule is Urged--Prominent Speakers 
Address Sessions 


By W. EuGENE RoEscH 


HEN the modern insurance agent really 
concentrates on a problem affecting his 
business, its solution, so far as he himself is 
concerned, becomes a matter of moments. 
This was strikingly demonstrated during 
the opening sessions of the third annual 
New State 

Associations of Insurance gents, held at 
the New Waumbek Hotel, Jefferson, N. H., last week. James 
L. Case, past-president of the National Association, had been 
leading a discussion on the question, “Should the Virginia In- 


convention of the England 


surance Department’s Credit Plan be Adopted by the New 
England Insurance Departments?” for exactly — thirty-four 
minutes, when the matter was disposed of by the acceptance of 
a resolution, formulated in the course of the debate, which was 
worded approximately as follows: 

It is the sense of this gathering that the Insurance Departments of the 
four States of Maine, Massachusetts, Connecticut and New Hampshire 
be importuned with a view toward seeking the adoption, in those terrt- 
tories, of the Virginia Insurance Department's credit plan ruling with 
reference to the payment of premiums on policies of insurance other 
than life. 

The reason that Vermont and Rhode Island were excluded 
from the resolution, as revealed by the debate on the subject, 
was that the Insurance Commissioners of those two States, 
under the stipulations defining their powers, had not the au- 
thority necessary to the enforcement of such a measure. It 
will be recalled that the Virginia credit plan, originally an- 
nounced by Col. Joseph Button, head of the insurance depart- 


ment of that State, on Jan. 16, 1923, applied to all classes of 


insurance. Commissioner Button, however, later decided that 
life insurance premium payments should be separately ruled on, 
and consequently he revised the original proclamation so that it 
excepted life insurance. In its final form the Virginia plan, 
published in THE Spectator for January 25, 1923, set forth 
that : 

On and after February 1, 1923, premiums for insurance upon person 
and property of all kinds, issued by stock and mutual insurance com- 
panies and reciprocal and interinsurance exchanges, classified generally 
as casualty, fire, marine or miscellaneous, must be paid within sixty days 
Such 


payment may be made either in cash or by note dated within the sixty- 


from date of issue of contract, or from date of renewal thereof. 


day period and bearing interest from such date at the rate of six per 
cent per annum. Violation of this ruling, by extending credit beyond the 
sixty-day period without interest, will be considered by this department 
as rebating in volation of provisions of Section 4222, Code of Virginia, 
igig, and the company or agent extending such credit will be subject to 


the penalties set forth in Section 4223, Code of Virginia, 191g. 


WEDNESDAY MORNING 
The convention proper, following the get-together banquet 
on Tuesday evening (an account of which was given in a special 
exclusive dispatch from this correspondent as printed in THE 
SPECTATOR for June 26), opened last Wednesday morning with 
an invocation by the Rev. W. B. Locke of Lancaster, N. H. 
Edwin J. Cole, president of the Massachusetts Association of 
Insurance Agents, then took the chair and brought the meeting 
to order. Mr. Cole’s report as head of the New England Ad- 
visory Board, and the report of Warren S. Shaw, secretary and 
treasurer of the Board, were the first remarks heard by the three 

(Continued on page 13) 











Yeas adaaddea 






THE MAKING OF THE FIRE INSURANCE RATE 


SQ Ldward f. fardy, fisistant Manages Wor York tire Insurance Ixchange< 


Twenty-Eighth Article 


SPECTATOR Thursday 
IN ee 


The Rating System in New York City 


HE system of rating adopted in New York City came in 
for commendation in the period 1805 to 1875. It, there- 

fore, is worthy of more than passing notice because it 
had an effect on other parts of the country. In January, 1870, 
the general rules and regulations were published for the classes 
of hazards and rates of premium. It should be borne in mind 
that the rates of insurance were then made by the New York 
Board of Fire Underwriters, a privilege which they exercised 
under their charter. The specific ratings, of course, covered a 
limited class of risks and the rules necessary were comparatively 
simple. There were minimum rates for dwelling houses and 
furniture and these applied in the entire metropolitan area— 
New York, Brooklyn, Jersey City and Hoboken. There were 
also rates for stores and dwellings, the stocks therein, for 
churches and public schools, as well as hotels and public buiid- 
ings. The latter were printed by name and the rates published 
in the hook, as Revere House, 604-608 Broadway, non-partict- 
At that time these two 
the 


pating rate $1.50, participating $1.05. 
forms of policies were issued. In other words, some of 
companies were declaring dividends to the insured. ‘These were 
the participating policies. Rates were provided for steamboats 
and other vessels. 

The system of storage stores and bonded warehouses, which 
has always been a distinguishing feature of New York City 
business, has devevloped very early both on its commercial and 
on the insurance side. The pamphlet, therefore, contains very 
complete lists of all the storage stores and the rates which 
applied thereto. 


1875, when Chicago and boston were a little ways 


In the vear 


in the distance, the manual was again republished. 


This volume consisted of almost two hundred and fifty pages, 
compared with eighty pages for the pamphlet of 1870. Section 
two of the by-laws read as follows: 

The purposes of this Corporation shall be to inculcate just and equi- 
table principles in the business of insurance; to establish and maintain 
uniformity among its members in policies or contracts of insurance, and 
to acquire, preserve, and disseminate valuable information relative to the 


business in which they are engaged 


This was the section under which the power of rate making 
was exercised and this by-law was in harmony with Section 2 
of the Charter itself, which read as follows : 

The Board having been incorporated by the Legislature tor the better 


and with power “to establish 


management of the business of insurance, 
and maintain uniformity among its members in policies or contracts of 
insurance,” it shall be the duty of the Board to devise and establish such 
rules and rates of premium on the several risks or classes of risks as 
experience proves to be necessary to keep the business in a sound and 
healthy condition, looking especially to the maintenance of a permanent 


security to the insured 


GENERAL RULES AND REGULATIONS 


named in the “Book of Standard Ratings’ for privat 


The rates 





warehouses also include the extra charge for hazardous occupation. 

If occupied for extra-hazardous purposes, add 10 cents for $100, unless 
an asterisk is prefixed to such occupation—see “Classes of Hazards.” 

If for specially hazardous purposes, add not less than 40 cents per 
$100, unless specially rated by the Board. 

Merchandise not hazardous to be charged 5 cents per $100 in addition: 
merchandise hazardous to be charged 10 cents per $100 in addition: mer- 
chandise extra-hazardous to be charged 20 cents per $100 in addition: 
merchandise specially hazardous, not less than 50 cents per $100, unless 
specially rated by the Board. 

The rules themselves dealt with the following subjects : 

Rule 1—Relating to specitic insurance: Rule 2—Relating to buildings 
in course of construction; Rule 3—Buildings o* superior construction; 
Rule 4—Relating to steam force-pumps and vertical pipes and fire-alarm 
telegraph; Rule 5 


Relating to boilers; Rule 6—Relating to communica- 


tions; Rule 7—Relating to occupancy; Rule 8—Relating to special sur- 


veys: Rule 9—Relating to improvements and corrections of rating; Rule 


10—Insurance for a period less than one year: Rule 11—Insurance for 
Insurance for indefinite period 
risks: Rule 14 

Relating to transfers and removals: 


a period of more than one year: Rule 12 


Rule 1 Relating to mechanics’ 


and whart risks: 3 
Relating to cancellations; Rule 15 


Rule 16—Relating to participation; Rule 17—Relating to alteration of 


Standard; Rule 18—Relating to co-insurance. A reduction of 10 per 


cent from the standard rates of premium may be made on all property 
where the co-insurance clause shall be inserted in the policy. Form of 
co-insurance clause to be embodied in policies as above described : 

time of the fire the 
shall be less than 


“It is understood and agreed that, if at the 


aggregate amount of insurance upon said property 
the whole value thereof, the assured shall be considered a co-insurer for 
such deficiency, and in that capacity shall bear a proportionate share 
1o—Relating to rebate and commission; Rule 20- 


it the loss.” Rule 


Relating to former rules. All rules and regulations inconsistent herewith 
are hereby rescinded. 

Under “Classes of Hazards” there is an alphabetical list of 
practically all commodities as they were then dealt in with the 
the 
“varnish, stocks of, special,” meaning that varnish was to be 


proper classification following name, as for instance, 


treated as a special risk. It is worthy of note that the rate for 
a private dwelling was 25 cents on the building and 30 cents on 
the furniture. This was in 1875 and compares with to cents 
on the building now and 16 cents on the furniture. The ques- 
tion of co-insurance was not obligatory at that time, hence the 
comparison between the two prices is not conclusive as to the 
actual difference in cost. 

The book contains numerous standards—as, for instance, that 
hotel. In establishing a standard the following. points 


were taken into consideration : 


for a 


Height, front, roof, walls, flues, fireplaces, and columns, area, copings, 
cornice, mansard roof, skylight, space between walls, opening through 
walls, stairways, elevators, minimum rate thereon, well-holes, floors, 
shutters, gas brackets, steam or other pipes, boilers, kitchen range, dry- 
extin- 
appur 


stocks of merchandise. 


ing rooms, lights, repair shop, pails of water and axes, fire 


guishers, and fire department, outside pipes, steam pumps and 


tenances, hotel furniture, stores and supplies. 


(To 


continued } 
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ONE COMPANY’S PLAN 
establishment by 
Insurance 


the 


Cleveland Com- 
pany, Cleveland, of its “Co- 
Workers’ Savings Fund” is a step toward 
that community of interests between em- 
ployer and employee which has actively 
manifested itself during the past twenty 
years and which now plays so large a part 
in the industrial life of the nation. The 
results of this spirit of co-operation are to 
be seen in group insurance policies, safe 
and sanitary working conditions, better 
housing facilities, improved rest rooms, 
etc., and it is eminently fitting that a life 


HE = recent 
Life 
so-called 


insurance organization should give added 
impetus to the general movement by per- 
mitting its employees to share in the rate 
of interest earned on the company’s in- 
vested assets. 

Under the plan, as developed by the 
Cleveland Life, every agent and salaried 
co-worker is privileged to leave on deposit 
with the company such portion of his or 
her first year or renewal commission or 
salary as desired. These sums are treated 
by the company as a savings fund upon 
which interest at the rate of six per cent 
is paid in accordance with certain rules 
and stipulations governing the matter. 
President W. H. Hunt, of the Cleveland 
Life, has sent a circular to the company’s 
agents in which the system is fully de- 
scribed and its aims set forth, and wherein 
the following comment is made : 

The company feels that it properly may ex- 
tend this privilege to its co-workers on such 
funds as arise out of employment in the com- 
pany’s service. It does not feel, however, that 
it should accept as deposits, money not currently 


earned in the company’s service. Thus, each co- 
worker’s account should be started with a por- 
tion of the current month’s first year or renewal 
commission or salary, as the case may be. 

Of necessity, the “Co-Workers’ Savings 
Fund” must be confined strictly to those ac- 
tively in the company’s service and its scope 
cannot be broadened even to other members of 
the co-worker’s family. 

The utility of the plan inaugurated by 
the Cleveland Life is apparent at the out- 
set, and there can be no doubt but that its 
practical application will encourage indi- 
vidual thrift and will cause employees to 
take an even greater interest in the com- 
pany’s progress and activities. It is well 
that such advances in the theory of per- 
sonnel management should be accepted 
and endorsed by a life insurance carrier, 
since the primary functions of the busi- 
ness are to furnish protection through the 
medium of monies held in trust and con- 
serve the wealth of the country so as to 
do away with privation and want. 





T is difficult to imagine what condition 

the insurance business would have been 
in today without the beneficent influence 
which has been exerted on its behalf by 
the numerous organizations of companies, 
officials, field men and local agents which 
have been so intelligently and success- 
fully initiated and conducted. If anti- 
organization, totally independent methods 
of operation, had persisted to the present 
day, it is certain that the insurance busi- 
ness could not and would not have de- 
veloped to anywhere near its actual 
volume and diversity ; and it is altogether 
likely that the manufacturing and com- 
mercial businesses of the country could 
not have reached their existing huge pro- 
portions if they had lacked the protection 
for their capital afforded by insurance in 
its various phases. It is, therefore, evi- 
dent that the organizations of under- 
writers are to be credited with a consider- 
able share in the great industrial develop- 
ment in this country, and it is fitting 
that their excellent work should be recog- 
nized. Realizing this, THE SPECTATOR is 
about to issue a special Organization 
Number, which is in the nature of a de- 
served tribute to the men and organiza- 
tions who have done and are doing a 
wonderful work, not only for the insur- 
ance business, but for the welfare of the 
country as a whole, and for its individual 
citizens. The aims and accomplishments 
of some forty of the leading organiza- 


5 


tions, which have aided materially in the 
upbuilding and regulation of the insur- 
ance business, the raising of its ethical 
standards, and the great elevation of in- 
surance in its various branches in the 
esteem of the public, will be set forth by 
their officers, showing how the _ better- 
ment of insurance service has been at- 
tained by co-operation, co-ordination and 
regulation. The Organization Number 
of Tue Specraror will be well worth 
perusal and permanent preservation. 


F the millennium, dreamed of by some 

of our hopeful idealists, ever arrives, 
no doubt it will include disaster to the 
class of insurance concerns which profess 
to sell insurance at cost. These crop up 
in some form or other almost every day 
and nearly as often disappear into the 
oblivion of bankruptcy. The automobile 
owners of the country have afforded this 
class of insurer with a particularly pro- 
lific field of endeavor. Automobile insur- 
ance has come to be recognized by owners 
as highly necessary, the reasons for this 
recognition being the same as those which 
force the carriers to charge extremely 
high rates. Many owners are not suff- 
ciently informed of conditions to be 
aware of the necessity for such high rates 
and upon being confronted with them 
are easy prey for the alluring pipe of the 
representative of the fly-by-night assess- 
ment concern, reciprocal or mutual, as the 
case may be. While there are both 
mutuals and reciprocals which charge 
adequate rates for automobile insurance, 
the method of organizations of such com- 
panies, providing, as it does, an assess- 
ment privilege, makes it possible for un- 
scrupulous persons to promote such a 
company and charge a ridiculously inade- 
quate rate with the assessment feature 
safely hidden in the contract but never 
Instead there is loud talk of 
materialize. A 


mentioned. 
dividends which never 
graphic portrayal of the situation, entitled 
The Pied Piper of Buncombe, is pre- 
sented on another page in this issue of 
THE SPECTATOR. 

EW YORK, Chicago, Detroit, and 

Los Angeles have long had automo- 
bile clubs giving real and efficient service 
to their motor-car owners. For a small 
annual membership fee these clubs offer 
to the motorist an assortment of facilities 
usually including free towing, free maps, 

















Fire Insurance 





free battery service, et cetera and ad 
infinitum. The praiseworthy aspects of 
the services performed by the older and 
longer established of these clubs are being 
encroached upon, and are even in danger 
of being submerged, by questionable prac- 
tices cropping up of late among certain 
spores, sprouting like mushrooms under 
the pseudonym of clubs, throughout the 
country. The suspected malpractice is of 
the type of casual deception difficult to 
spot and yet absolutely culpable, in that it 
plays upon the credulity of the motorist 
without actually appearing to persuade 
him by fraud. Tricky or ambiguous 
wording of the membership card leads the 
member to believe that he is to receive 
gratis 
which by law he really cannot get in that 


automobile insurance coverage 


way. 





HE 
tion which is being held in New 
York this week, is the first to be held in 
this city since 1868—the year in which 
Fifty- 
six years have since elapsed and mean- 


Democratic National Conven- 


Tre SPECTATOR was established. 


time New York has become the center of 
the insurance world and in consequence 
the home office of Tre SPECTATOR. 


FEDERAL UNION TO BE REVIVED 


L. & L. & G. Will Add Company to Its 
Fleet 


Much interest will be aroused in the know!l- 
edge that the old 
Company of Chicago will soon be established 


Federal Union Insurance 
on an active operating basis as a member of 
the Liverpool and London and Globe fleet. At 
the time the company retired from the field it 
had a capital of $200,000, which will be in- 
creased under the new management to $1,000,- 
ooo, with a surplus of not less than $500,000. 

In order to put this plan into operation at 
the 
carried on toward the amendment of the 


earliest possible moment work is being 
com- 
pany’s original charter and articles of incor- 
poration. 

The Liverpool and London and Globe se- 
cured stock control of the Federal Union last 
year. After acquiring the stock control the 
company was put into liquidation with a profit 
to stockholders, and the charter taken up by 
the Liverpool Globe. The 
fact that the outstanding liabilities of the Fed- 


eral Union were reinsured in the latter organi- 


and London and 


zation greatly facilitated the completion of the 


plan. 
The charter has been carefully preserved 
along with the underwriting privileges in 


Michigan, Wisconsin, Illinois, Ohio, New York, 
Massachusetts, Pennsylvania and West Vir- 
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ginia, the present purpose being to use these 
licenses and also to secure licenses for all the 
States in which the different companies of the 
Liverpool fleet are now operating. 

The office of the new Federal Union will be 
in Chicago, due to the specification of the 
charter. With company’s former reputation of 
conservative and _ progressive 
combined with the powerful backing of the 
Liverpool and London and Globe, a noteworthy 
success should be achieved. 


underwriting, 


Providence Washington Increases Capital 

The board of directors of the Providence 
Washington Insurance Company, Providence, 
R. I., at a recent meeting, decided to increase 
the capital of the company to $2,000,000. This 


—= 


is to be accomplished by transferring $1,000,- 
ooo from the surplus fund to the capital ac- 
count, which already totals $1,000,000, and by 
raising the par value of the present outstanding 
shares from $50 to $100, conforming with the 
resolution adopted by the stockholders at the 
annual meeting of January 20. 

After the transfer has been completed the 
company will still retain a net surplus fund of 
$3,100,000, according to its last annual state- 
ment. During the last ten years the organiza- 
tion has operated most successfully, and in that 
period dividend distributions have been con- 
servative, but have gradually risen from 10 
per cent in 1915 to 20 per cent in 1923. With 
the increased capital account the company will 
undoubtedly show further advances. 








of the estate. 


STATE OcCUPATION AMOUNT 
California Housewife $150,000 
Housewife 50,000 
Motion Picture 
Actor 50,000 
Colorado Attorney 25,000 
Conn’icut Housewile 50,000 
Florida V.P. Storage Co. 50,000 
Owner Bathhouse 25,000 
Illinois Pres. Steel Co. 50,000 
Pres. Candy Co. 170,000 
Pres. Piano Co. 30,000 
V.P. Oil Co. 50.000 
Capitalist & House- 
wile 40,000 
Louisiana Oil Operator 200,000 
Massa’tts Pres. Dep’t Store 100,000 
Missouri Oil Operator 150,000 
Mfr. Metals 100,000 
Sec’y Lumber Co. 50,000 
Michigan Pres. Auto Bodies 
Co. 200,000 
N. Jersey Flour & Feed Mer- 
chant 40,000 
Owner Prewery 25,000 


SS 


tHe SEAL 
PRUDENTIAL 
WAS THE = 


, STRENGTN oF? 
CIBRALTAR.” 











Men and Women of Wealth 


are these days buying life insurance to provide their estates with ready 
cash to pay inheritance taxes and to cover the expense of closing the estate, 
thus avoiding the possible sacrifice of valuable securities, because the in- 
heritance taxes must be paid before beneficiaries can receive their share 
The following is a list of some large applications for life 
insurance for this purpose recently received by The Prudential. 


Insurance Company of America 
EDWARD D. DuFFIELD, President 
Home Office, Newark, New Jersey 


STATE OCCUPATION AMOUNT 
New York Fur Dealer $25,000 
Pres. Forge Co. 65,000 

Mer. Realty Co. 25,000 

Realtor 75,000 

Attorney 200,000 

Brush Mfr. 25,000 

Accountant 30,000 

Bank Pres. 170,000 

Stock Broker 50,000 

Housewife 200,000 

Banker 50,000 

Pres. Specialty Co. 115,000 

Financier 35,000 

Financier 25,000 

Ohio Sec’y Realty Co. 25,000 
Owner Dep't Store 25,000 

Pennsyl’ia Housewife 100,000 
Engr. Mach’y Co. 50,000 

Pres. Paper Co. 90,000 

Pres. Tool Co 25,000 

Shoe Merchant 50,000 

Mfr. Syrups 150,000 

Plumber 50,000 

V.P. Furniture Co. 25,000 

R’d Island Pres. Coal-Mine 40,000 
Produce Dealer 25,000 


The Prudential 
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ST. LOUIS RULES 


Western Union Action Brings Acid 
Comment 


AGENTS WROUGHT UP 


Declaration Made That New Commission 
Scale Will Bring Bad Business to 
Union Companies 
Sr. Louts, Mo., June 30.—St. Louis insur- 
ance agents are not enthusiastic over the new 
rules for commissions, effective July 1, adopted 
by the Western Union tor this city. Some of 
the agents have even been profane in express- 
ing themselves on that subject. However, no 
organized fight on the plans is expected here. 
W. D. Fire 


Underwriters Association, stated that no meet- 


Hemenway, president of the 


ing of that body had been called to take up 
the new schedule of the Western Union com- 
mission, and that none would he called as there 
was nothing for the association to do as a body. 

Mr. Hemenway and other agents expressed 
that the Western 
gone to the extreme of attempting to take St. 


satisfaction Union had not 
Louis out of the excepted city class. 

The local agents are universal in their con- 
Western Union 
for ignoring entirely the recommendations of 


demnation of the authorities 
the local committee of representative agents. 
“We didn’t ask for the conference held a 
“First the 
Western Union adopts a set of very radical 


few weeks ago,” one agent stated. 
rules for this city, and then seeing that they 
could not hope to put through that plan they 
sent a request here that a local committee of 
representative agerits be selected to confer with 
a similar committee from the companies.” 

The agents entered that conference in good 
faith, and submitted a very conservative plan 
for the settlement of all issues in St. Louis. A 
majority of the companies committee favored 
the agents’ plan, and I am told that later a ma- 
jority of the advisory committee of twenty-five 
thought well of it. But now they are asking 
us to accept something that ignores entirely 
the recommendations of the men who know the 
local situation best. The new plan was dictated 
by certain selfish companies that seek an ad- 
vantage for themselves and later, when the 
new schedule is put into effect, other companies 
will quickly learn that they have been made 
the goats. 

Generally the St. Louis agents claim that the 
new plan will increase rather than decrease the 
acquistion cost of the Western Union compa- 
nies in St. Louis. 

“The new schedule is going to force us to 
become overwriters instead of underwriters,” 
“What incentive 
is there for an agent to select his risks if he 
is not going to benefit from a low loss ratio 
through a contingent commission. From hence- 
forth it will be simply a question of get the 
commission and the agents will shoot on every- 
thing that is offered regardless of the risk. 
Let the companies do the worrying. It is their 
funeral if the loss ratio is high. 

“In the future the Bureau companies will get 
the cream of the St. Louis business, while the 


one prominent agent stated. 


Western Union companies can get what is left.” 


THE SPECTATOR 


FIRE INSURANCE PREMIUMS IN NEW YORK CITY. 


Fire Insurance 


The following table shows the returns made to the New York Board of Fire Underwriters of premiums received in 
the boroughs of Manhattan and Bronx, New York City, by companies during the last six months of 1923, in comparison 
with the figures of the corresponding periods of the two preceding years; also the premiums in the Borough of Brooklyn 
in the last six months of 1923, as reported to the Fire Insurance Salvage Corps, compared with those of similar periods 


in 1921 and 1922: 


NAME OF COMPANY 
Stock Companies 


American Alliance§ . 
American Eagle. we 
American Union, New York 
American Equitable.......... 
Assurance Co. of America.. 
Atwood Fire 


Bankers and Shippers 
Caledonian-A merican 
City of New Vork......<...0c¢0s 
Commercial Union Fire........... 
Commonwealth........... 


COnmtumenEal occ chaos kee 
Eagle Fire, New York............ 
Fidelity-Phenix Fire............ 
Globe and Rutgers... 6. 6c vec 
Great AMericant «<< s.cceccs sees 
Hamilton....... 

UNI oo soy oeoeis a na os ac ie 
Home Se eT 
ee 8 od CEES OTE ee 
Imperial s. . EET Te EE ee 
Importers and Exporters......... 
International. ati wrer male cist die ates 
MEMICRCRNOCKED. 5 bo. Sa vs ae eccdelnees 
ECO oa i ae od ws stpiermee wis 


Merchants Fire. 
National LibertyT 
Niagara. 

North River 
Northern ... 
Pacific B - 
Patriotic, New York 
Queen 
NI) 52.s Sree noi Phere a 
Sa‘eguard.... P 
Standard, New York.... 
Star ¢t. 
Stuyvesane. . ; 
United States b......... 
Vulcan one 
Westchester. 
Retired company. ; 
Affiliated Underwriters........... 
Allied Underwriters. .. cae 
American Exchange Underwriters. 
Individual Underwriters.......... 
N. YV. Merchants Bakers. 
New Vork Reciprocal Underwriters 
North American Inter-Insurers.... 
VW. S. Edom. <5 oe css 
Workingmens......- 
Retired Lloyds...... 


New York STATE 
Agricultural, Watertown... 
Albany, Albany...... 
RBuialo ic... ccc. 
Commerce, Glens Falls. 
Excelsior, Syracuse. . ‘ 
Glens Falls, Glens Falls..........- 
New York State........ He 
Union, Buffalo. ......-- 
Retired comnany... 

CALIFORNIA 
California, San Francisco. 
Firemans Fund, San Francisco... . 
Home F. and M., San Francisco... 
Pacific National, Sacramento... 
Retired "company. 


CoLoRADO 

Merchants, Denver... . .--++++> 

ConnECTICUT 
Etna, Hartford........-- 
Automobile, Hartford... 
Connecticut, Hartford. . ees 
East & West, New Haven... 
Hartford, Hartford... . sis 
National, Hartford... 
Orient, Hartford.. : 
Phoenix, Hartford...... 
Security, New Haven.. 2 
Standard, Hartford........-++-+: 


District OF COLUMBIA 
Firemens, Washington.........+++ 
Potomac, Washington........-+-- 

GEORGIA 
Georgia Home, Columbus.......-- 


ILLINOIS 
Chicago F. & M., Chirago. 


Great Lakes Fire, Chicago......-- 


Great Western, Chicago. ....-.--- 
Marquette National, Chicago...... 
Millers Mutual, Alton........--+-- 
Millers National, Chicago......--- 
Mill Owners Mutual, Chicago..... 
Protection Mutual, Chicago......- 


INDIANA 
Grain Deal. Nat. Mut., Ind....... 


1923 1° 1921 

$ $ $ v 
88,233 68,483 67,983 
138,010 149,896 


188,300 


59,285 


12,351 


33,993 
5,599 
159,114 
20,905 
58,721 


506,666 
20,943 





108,863 
615,636 
15,760 
75,939 
48,734 
70,284 
70,275 
70,906 
115,941 
156,668 
193,643 
289,008 





303,946 
1,191 
126,618 


25,019 
2,966 
27,918 
26,187 
2,453 
39,403 
30,759 
8,636 
3,018 


92,636 
( 





11,199 


326,021 
234,860 
53,961 
2.771 
296,186 
212,132 
98 332 
129,063 
46,68 
17,340 


————Manhattan and Bronx— 
39 


206,782 
60,115 


12,352 


24,674 
2,885 
140,209 
20,892 
60,417 
450,471 
196,441 
349.310 
500,186 
21,042 
124,230 
613,946 
15,040 
62,207 
53,587 
57 941 
146,280 
55,756 
89,965 
92, 589 


1,533 





25,499 
38,082 
121,566 
54,133 
38,635 
22,610 
32,014 
36,543 
264,930 
989 
140,373 
8,030 


11,013 
nQ9 


532 





270,240 
176,653 
79,467 


127,993 





1,048 








119,250 





31,075 
5,520 
104,221 
19,245 


55,750 


456,314 
169,340 
341,352 
520,370 

22,174 
120,71° 
589,238 
12,102 
66,385 
19,077 
51,163 
144,349 
71,514 
88,603 
999 389 


3 3 
8,700 
10,813 
61,893 


276,399 
95,189 
52/960 


"221,230 


144,230 
67,067 
112,719 
40,787 
17,306 


31,143 


26,750 


15,813 





1,661 











Brooklyn-———-——-"~ 

1922 1921 

$ $ 

12,930 9,951 
$1,270 98,050 
14,323 34,701 
7,088 7,985 
2,038 657 
19,371 11,089 
2,818 5,172 
24,611 17,094 
10,376 9,842 
50,472 20,124 
125,194 119,737 
137,629 141,045 
50,619 45,746 
122,350 107,987 
5,319 2,242 
26,391 39,204 
223,116 159,782 
16,724 4,773 
8,915 3,292 
2,233 14,517 
1,182 1,856 
10,408 3,354 
42,532 29,589 
19,027 22,499 
49,749 197,591 
89,028 110,890 
60,321 33,045 
9,499 10,171 
25,065 35,158 
64,794 37,767 
14,505 6,940 
3,137 3,143 
9.360 = nc cevese 
11,023 3,798 
10,876 11,057 
64,204 36,845 
316 114 
85,499 80,475 
HOw Lassner 
258 261 
4,142 675 
2,531 3,199 
6,107 5,476 
1,644 3,035 
11,481 1,792 
1,484 1,193 
19 7,312 








Fire Insurance 











The Liberty Fire 


Insurance Co. 
OF ST. LOUIS, MO. 








Over a million in assets and 
enjoying PROSPERITY, 
CONFIDENCE, PRESTIGE 
and SUCCESS. All due to 
unselfish management; to fair- 
ness and liberality in writ- 
ing Fire, Tornado and Auto- 
mobile Insurance. 








THE LIBERTY FIRE 
INSURANCE CO. 


J. C. BARDWELL, President 








“‘Superior Service Satisfies’’ 


SUPERIOR 
FIRE INSURANCE 
CO. 


PITTSBURGH 
Incorporated 1871 


A. H. TRIMBLE, President 


EDWARD HEER, 
Vice-President and Secretary 


J.D. C. MILLER, Secretary 





Why not make room in your 
agency for a conservatively- } 
managed, medium-sized 
American Company whose in- 
demnity, treatment of agents 
and assured, will bear in- 
spection for half a century? 


Capital....... .. $ 1,000,000 


Surplus to Policy 
Holders.... . 1,752,290 





Assets........... 4,543,938 
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Fire Insurance Premiums in New York City 


NAME OF COMPANY 
Stock Companies 


Ind. Lumbermens, Mut. Ind...... 
Sterling, Indianapolis. 


Iowa 

Dubuque F. and M., Dubuque.... 
Farmers Fire, Cedar Rapids... 

Hawkeye Securities Fire.......... 
Mill Owners Mutual, Des Moines. . 
National Reserve, Dubuque. . 3 
North Amer. Nat., Des Moines... . 
Retired companies............... 


q KENTUCKY 
Metived COMMADY ....5.<6..6:4 0's o4's.00 


LOuISIANA 
La Salle Fire, New Orleans....... 
Mechanics & Traders, New Orleans 


MARYLAND 
Baltimore-American, Baltimore v.. . 
Central Fire, Baltimore........ 
Peopes Fire, Frederick. .......... 
BRCEIWER COMPANY: < oi 6 6:0 sc5i5i5:000 <0 


MASSACHUSETTS 
Berkshire Mutual, Pittsfield...... 
a Sere ee re 
Cotton’ & Woolen Mirs., “Boston. 
Employers, Boston.... 

Grain Dealers Mutual, Boston . 


Holyoke Mutual., Salem ne oe 
Industrial Mutual, Boston........ 
Lumber Mutual, Boston.......... 
Massachusetts F. and M., Boston.. 
Old Colony."Boston:.. ... 00:5 <%< 


Rubber Manufacturers, Boston... . 
Springfield F. and M., anne 
United Mutual, Boston.. 

Worcester Manuf: acturers, Worcester 
Retired COmpanies .. 6.2.55 665. 220% 


MICHIGAN 
Detroit F. and M., Detroit. ... 
Michigan F. and M., Detroit... 
Retired companies......... 


MINNESOTA 
Minneapolis F. and M., Minn.. 
Northwestern F. and M., Minn 
St. Paul F. and M., St. Paul... 
Twin City, Minneapolis.......... 
Retired company........... 


MIssourRI 
American Central, St. Louis. 
SifszenS 90, IGOUIB .. «60. 6400 3 ta 
Liberty Fire, St. Louis. .......... 


NEBRASKA 
Retired company... .. ...00.66< ssa 


NEw HAMPSHIRE 
Cantal, Comeerdl...... cc saci sascs 
Granite State, Portsmouth. Sarees 
New Hampshire, Manchester...... 


NEw JERSEY 
American, Newark : : 
Atlantic City, Atlantic City... 
Camden, Camden : 
Columbia, Jersey City....... 
Federal, Jersey City..... 
Firemens, Newark 
Newark, Newark 
New Brunswick, New ‘Brunswick 
New Jersey, Newark.. 
Standard, Trenton. 

United Merchants, Jersey City 
Retired company . ; 


NorTH CAROLINA 
Dixie, Greensboro dia isle, 4) 00 
North Carolina Home, Raleigh 


OHIO 
American Druggists, Cincinnati. 
American National, Columbus 
Industrial, Akron 
Lumbermens Mutual, Mansfield 
Ohio Farmers, Le Roy. 
Ohio Mutual, Salem 
Reliable, Dayton w 
Retired company 


OREGON 
Retired company 


PENNSYLVANIA 
Allegheny Fire Undwrs., Pitts 
Allemannia, Pittsburgh 
Alliance, Philadelphia 
City, Pittsburgh 
County Fire, Philadelphia : 
Delaware Undwrs., Philadelphia. . 
Farmers, York 
Fire Association, Philadelphia 
= ranklin, Philadelphia 
Girard F. and M., Philadelphia. 
Globe, Pittsburgh me 
Graphic Arts Mutual, Phila... 
Independence, Philadelphia 


8 


(Continued from page 7) 


$ 
1,963 
19,411 


4,513 
59,080 


14,583 
11,695 
8,390 


2,891 
116,484 
792 
9,666 
200 

is “ 


2383 
11,103 
18, cn 

15 
110, 175 y 
935 
1,559 


27,165 


49,247 
2,668 
6,824 


36,432 
14,646 
21,342 


120,935 





6,109 





3,392 


"2.025 
15,387 
16,315 
"112,424 
1,560 


3.730 


66,843 
46,199 


(73,044 





16,495 


4,905 
35,538 
10,981 

1,188 
56,208 

530 

5,576 

26,075 


Hm bobo 


he 


110, 604 
97 5465 
37,188 
14,583 

3,110 
6,250 


————Manhattan and Bronx———— 
1923 22 


1921 


95,818 


16,629 
6,762 


an 


44,966 


13,790 





98658 
1,569 





25,259 
9,300 
16,775 


113,231 

510 
330 
35,895 ) 





85,155 
92,608 
41,108 
12,504 
20,136 


15,645 


4,551 
11,473 
9,928 
1,926 
42,218 
677 
3,212 


30,617 


9,058 
28,660 
48,106 


9.956 


1923 


2,061 
15,095 


20,885 
26,652 
713 
2,390 
9,408 
4,985 


1,768 
26,505 


236 


33,470 
26,987 
864 


8,784 
4,664 


2/902 

673 
1,465 
3, 439 


12,965 
10,788 
12,198 

905 


10, 409 
28,257 
72/104 


Thursday 








——————-~ Brooklyn-—-—-—-—-—— 
1922 1921 
$ 3 
Serer 
19,158 13,253 
19,124 1,537 
a ee. 
430 1,188 
437 1,795 
1,345 1,761 
cee, | 3,981 
Dai este 4,224 
... er 
20,708 18,431 
6,040 6,022 
aoa ey 
323 356 
28,511 26,972 
"9.497" 7,200 
161 2 
"*" 2'569 "" 2,542 
2,609 1,183 
3,376 4,262 
"* 297,350 "16,402 
56 
""gi08 "9,202 
20,496 11,937 
10,130 12/453 
5,482 18,213 
973 1,353 
9,977 1,915 
26,421 19,708 
en a 298 
35,560 24,417 
26,159 24,143 
2,513 1,064 
PAs |) aS 
8,470 7,715 
1,333 913 
31,494 22,257 
38,056 
70, ae 33,07 
56,038 45,544 
22,733 24,871 
26,249 3,792 
92,600 82,160 
32,692 10,880 
13,063 22,237 
15,975 13,621 
14,883 10,464 
002 re 
St 
"* "3,286 1,797 
2,591 2,515 
6,902 5,662 
2,355 1,426 
1,801 2,147 
21,570 18,407 
ey. 253 
1,028 1,281 
2.257 15,298 
| eee 
9,206 4,524 
4,799 3,426 
10,728 824 
4,633 ool 
"8346 
29 3386 
63, 690 : 
28,118 10,643 
9.620 9 466 
208 217 
2,074 3,957 














July 


Ins. C 
Ins. C 
Lumb 
Keyst 
Mantc 
Mechz 
Natiot 
Natiot 
Natio! 
Penns: 
Penns: 
Penna 
People 
Philad 
Relian 
Repub 
Superi 
Unitec 
United 
Victor: 
Retire: 


Ameri 
Enter 
Equita 
Hope 
Manul 
Mecha 
Provid 
Rhode 
Rhode 
State, 
What 
Retire 


Miller: 
Retire: 


Virgini 
Wheel: 


Conco! 
Hardw 
Milwa 
North 


British 
Wester 


Union 
Retire 


Abeille 
Genera 
Nation 
Phenix 
Union 

Urbain 


Atlas, 

British 
Caledo 
Centur 
Comm 
Eagle, 

Law U 

Liv. an 
Londo 
Londot 
Londo 
Lon. & 
North 
Northe 
Norwic 
Palatin 
Phoeni 
Royal 

Royal 

Scot. T 
State 

Sun, L 
Union, 
Yorksh 
Retire: 


Nether 


Fuso \ 
Tokio 


New Z 


Svea, ( 





lursday 


a 





1921 
$ 





_ 
_ 
fe] 
w 


11,937 
12,453 
18,213 





82,165 
10, 880 
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THE SPECTATOR 








Fire Insurance Premiums in 


NAME OF COMPANY 
Stock Companies 


Ins. Co. of North Amer., Phila.... 
Ins. Co. of State of Pa., Phila. 
Lumbermens, Philadelphia. . 
Keystone Mutuz al, Philadelphia. . 
Manton Mutual, Philadelphia. 
Mechanics, Philadelphia... . 
National- Ben Franklin, Pittsb: urh. 
National Mutual, Philz adelphiz Bs 
National Union, Pittsburgh. Ree arate a 
Pennsylvania L umbe rmens. 
Pennsylvania, Philadelphia. ae 
Penna. Millers Mut., W ilkes-Barre. 
Peoples National, Philade Iphia. . 
Philadelphia F. and M., Phila. 
Reliance, Philadelphia. . . a 
Republic, Pittsburgh........... 
Superior, Pittsburghz... . . 

United American, P ittsburgh y 
United Firemens, Philade ane a 
Victory, Philadelphia. ; 
Retired companies. 


RHODE ISLAND 
American Mutual, Providence. . 
Enterprise Mutual, Providence 
Equitable, Providence. . 
Hope Mutual, Providence 
Manufacturers, Providence.... . 
Mechanics, Providence . 

Providence Washington, P. -rovider nce 
Rhode Island, Providence... . 
Rhode Island Mutual, Providence ; 
State, Providence. ‘ 

What Cheer, Providence. 

Retired companies.. 


TEXA 
Millers Mutual Fire, Ft. Worth 


Retired company. 


See VIRGINIA 
Virginia Fire and M., Richmond.. 
EST VIRGINIA 
Wheeling, Ww heeling 7 


WISCONSIN 
Concordia, Milwaukee La ae 
Hardware D’ers Mut., Stevens Pt 
Milwaukee Mechanics, Milwaukee. 
Northwestern National, Milwaukee 


= CANADA 
British America, Toronto... 
Western Assurance, Toronto 


a CHINA 

Union Insurance Society, Canton 
: DENMARK 

Retired company... 


FRANCE 
Abeille, Paris 
General Fire, Paris 
Nationale Fire, Paris. . 
Phenix, Paris. . 
Union Fire, Paris 
Urbaine, Paris... 


GREAT BRITAIN 
Atlas, London. : + 
British General. 

Caledonian, Edinburgh. . 
Century, Edinburgh . : 
Comme re ial Union, Londen 
Eagle, Star and British Dominions. 
Law Union and Rock, London. ... 
Liv. and Lon. and Globe, Liver... . 
London Assurance Corp., London.. 
London & Scot. Assurance, Lon... 
London and Lancashire, London.. . 
Lon. & Prov. Marine & Gen’l, Lon. 
North Brit. & Mercantile, London. 
Northern London..... 
Norwich Union, Norwich. 
Palatine, London 
Phoenix, London. 

Royal, Liverpool. 

Royal Exchange, London 
Scot. Union & Nat'l, Edinburgh 
State, Liverpool 

Sun, London 

Union, London. . 

Yorkshire, York 

Retired company 


; HOLLAND 
Netherlands, The Hague 
; JAPAN 
Fuso M. & F., Tokio...... os 
Tokio Marine and Fire, Tokio... .. 


g NEW ZEALAND 
New Zealand Fire, Auckland..... 


: SWEDEN 
Svea, Gothenburg... 


(Continued from 


1923 
$ 

269,548 
86,995 
12,857 
862 
204 
27,846 
38,832 3 

35 
38,428 


6,039 
653 


40,154 
1,404 


120, 997 





16, 110 


101,476 
49,244 
33,804 





40,106 
260,875 
170,667 
— 545 


190, 815 y 
161,946 
32,827 


13,058 
44,428 


17,996 


26,989 


( 





————Manhattan and Bronx 





27,699 


13,393 


30,644 
39.606 


55,994 


41,021 
5,694 


100,310 
1,006 
71,7 — 
75, 18 
62,708 
71,315 


72,507 


30,999 
20,782 
21,597 
29,069 
20,796 
21,204 


104, 064 





«fo, 
156,664 
168,225 

83, 0: 20 





38,001 


4,494 
46,103 


20,186 


27,047 


Continued on 





1921 
241,281 


25,673 


10,842 


31,134 
49 539 


1,051 
110,879 


"40,348 
12 > ,219 





33. 0: 39 
62.971 


16,291 


80,131 
27,089 


31,228 


2,820 


81,163 

809 
60,850 
63,949 


“IG 
to 


be | 


22,888 


to 
to 
to 
ra 


21,830 
20,293 
14,450 
20,980 

8,772 
19,680 





656,647 
126,609 

12,411 
157,484 

29,827 
232,162 
128,480 
100,342 

75,882 
201,866 
298,873 


30,002 


36,820 


51,319 








Fire Insurance 








New York City 


ge 8) 


1923 


96,468 
42,124 
6,925 
668 


"11,761 
9,540 


42,151 
1,973 
26,635 
501 
31,570 
14,; 560 
3 


30, 801 
16,854 
2'300 
529 
70 


17,029 


to 


81,697 

1,386 
32,039 
47 687 


22,368 
19,430 


51,968 








66,697 
37,449 
11,963 
164,258 
41,064 
17,933 
41,674 
6,459 
132,141 
100,503 
40 824 
23,253 
76,684 
124,093 
19,488 
44,110 
16,953 
50,659 
40,566 
9,583 


20,399 


14,431 
8,090 


1,882 


16,355 


-—Brooklyn-— 


1922 

$ 

87 465 
31,196 
8,913 


30, 469 
19,163 
6.107 

8.583 

1,637 

358 





34,682 
10,096 
12,166 

9 434 
50,252 
29,685 
21,422 
112,285 
36,374 
18,947 
34,882 
10,216 
105,097 
89,022 
78,615 
16,814 
87,542 
122,762 
16,079 
48,070 
10,707 
$0,983 
40,975 
9,170 
7,480 


9,487 


5,610 
28,909 


2,111 


13,830 





1921 
$ 


71,588 
30,011 
7,080 


88 


46,241 

797 
22,776 
31,896 


20,001 
3,101 


935 


123,610 
17,255 
44,839 

7,709 
48,630 
35,640 

9,225 

6,120 


7,701 
24,830 
4,607 


10,147 


CLAIMS TAXES 


Chicago Counsel Would Refuse to Re- 
new Licenses 


TWENTY-EIGHT COMPANIES 
INCLUDED 


Declares Companies Did Not Appoint State 
Agents in Illinois—Charges Improper 
Returns 
Curcaco, Itx., June 30—In an effort to make 
collection of back taxes covering a period from 
1899 to 1922, inclusive, Acting Corporation 
Counsel Leon Hornstein of Chicago has re- 
quested Clifford Ireland, director of trade and 
commerce, to refuse to renew licenses for 
twenty-eight reinsurance companies operating 
in the State of Illinois. The amount involved, 
according to the companies’ statements, is $5,- 
946,670; taxes for this year alone would be 

about $250,c00. 

The basis of the Corporation Counsel’s re- 
quest is that the companies named have refused 
to appoint State agents in Illinois, thus remov- 
ing possibility of legal service by the City of 
Chicago on. any official of the companies in a 
suit to recover the unpaid taxes. Mr. Hornstein 
also alleges failure of the companies to make 
proper returns for taxation purposes. 

Mr. Ireland has not declined Mr. Hornstein’s 
request, but a recent statement that his de- 
partment was not a police department and would 
not fight other people’s battles, gives ground 
for belief that he will do so. 

Mr. Hornstein sums up his request as fol- 
lows: 

We earnestly request that you refuse to re- 
new the license of each of the named companies 
until it shall have taken out a license for a 
resident agent, and shall have agreed to do 
business through him in such form that such 
lawful transaction of the business may be 
known, so that the amount of the business done 
shall be susceptible of audit within this State. 


DEATH OF JOHN W. CROOKS 
Was Best-Known Executive of Ohio 
Farmers 
John W. Crooks, vice-president and treasurer 
of the Ohio Farmers Insurance Company, died 
home in LeRoy, Ohio, last 
morning, at the age of fifty-two, and 
is survived by Mrs. Mr. Crooks for 
some time has suffered long periods of very 
bad health. He was probably the best known 
among the officers of the Ohio Farmers, due to 


of cancer at his 
Sunday 


Crooks. 


the large acquaintance among insurance offi- 


cials he made while chief examiner of the in- 
surance department. 

Mr. Crook was Marietta, Ohio, 
October 25, 1872, graduated from Marietta Col- 
lege with the and later be- 
came a local As he 
more and more successful in his chosen line of 


born at 


degree of B. Ph., 
insurance agent. became 
endeavor he secured an appointment with the 
Ohio Insurance Department as chief examiner. 
On his withdrawal from the insurance depart- 
offices as an _ independent 
examiner and This 
gave up later to join the Ohio Farmers. 


ment he opened 


accountant. business he 








THE SPECTATOR 


Thursday 











Year 
1909 
1913 


1917 
1919 


1921 
1922 
1923 





Business 
W. T. GRANT, President 


EVERY YEAR A RECORD YEAR 








Income Assets Paid Policyholders Since Organization 
$9,248.00 $5,683.00 $722.46 
$234,570.00 $55,825.00 $320,985.43 
$758,923.85 $365,736.81 $1,307 881.83 
$1,273,980.95 $654,673.66 $2,304,004.49 
$2,374,671.38 $1,499,846.33 $4,234,599.59 
$2,891,874.11 $1,722,207.46 $5,763,009.64 


$3,337,492.14 $2,119,695.57 $7,385,699.08 


Men’s Assurance Company 


KANSAS CITY, MO. 














JOSEPH W. BECK, Special Agent 


C. C. CRANDALL, Special Agent 


NORTHERN INSURANCE Co. 
OF NEW YORK 
WILLARD S. BROWN & CO., General Managers 
1 Liberty Street, New York 


GUSTAVUS B. HOLT, Special Agt. 


56 Richton Ave.. Detroit, Mich. 72 Kilby Street, Boston, Mass. 


W. &. RAY, Special Ageut 
Terre Haute, Ind. 


FRANK G. DELA HUNT, 
Special Agent 
726 Racine Street, Milwaukee, Wis. 


ERIK LINDSKOG Special Agent 
Cambridge Springs, Penn. 7 W. Lake St., Minneapolis, Minn. 


RICHARD W. WETZEL 
1526 Bryden Road, Columbus, Ohio 























INSURANCE 





606 Woodward Ave., Cor. Congress 


a! ccident 


GENERAL CASUALTY 
and SURETY INSURANCE 


Workmen’s Compensation, Automobile 
Health, Accident, Plate Glass, Res- 
idence, Burglary, etc. 

Fidelity and Surety Bonds. 


GENERAL CASUALTY & SURETY CO. 


ELMER H.DEARTH, President 
Detroit, Mich. 




















FIRE AND LIFE 


] ASSURANCE CORPORATION, Ltd. 


a RICHARDSON, United States Manager 


GENERAL BUILDING - 4°Y & WALNUT STs. 
PHILADELPHIA 















LOYAL TO FRIENDS AND TO LOYAL AGENTS LOYAL 


Capital, $2,250,000.00. 
Assets, $14,683,598.32 


JOHN KAY, Vice President 
A. H. HASSINGER, Secretary 





Organized 1855 


FIREMEN'S INSURANCE COMPANY 


OF NEWARK, NEW JERSEY 
JANUARY 1, 1924 

Net Surplus, $4,251,619.22 
Surplus to Policyholders, $6,501,619.22 
Liabilities, $8,181,979.10 
NEAL BASSETT, President 


WAITE BLIVEN, Vice Pres. 
WELLS T. BASSETT, Sect. 





RY INSURANCE MAN 


Who travels as Solicitor, Auditor, 
Inspector or Adjuster is 


ELIGIBLE 
TO THE 


lowa State Traveling Men’s Association 


‘Oldest and Best’’ 


VE 








Accident Insurance at Cost 
Never Exceeded $9.00 per year 
Weekly Indemnity $25.00 
Death Benefit $5,000—$10,000 


Insurance to November |, 1924, for $2.00 
Write tor Application Blank 
H. E. REX, Sec’y-Treas. DES MOINES, IOWA 




















OGreatAmerican 
Insurance Company 


Choose Now ork Choose 
Your Your 
Company INCORPORATED - 1872 Company 


STATEMENT JANUARY 1, 1924 
CAPITAL 


$12,500,000.00 


RESERVE FOR ALL OTHER LIABILITIES 


21.316, .16 
12,465 360. 86 
46,282,041.02 


LOSSES PAID POLICY HOLDERS 


$154,469,515.82 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$24,965,360.86 


Home Office, One Liberty Street 
New York City 


PACIFIG DEPARTMENT 
GEORGE H. TYSON, Gen’! Agent 
210 Sansome Street 
San Francisco, California 


WESTERN DEPARTMENT 
G. R. STREET, Vice-President 
W. L. LERCH, Manager 
76 West Monroe St., Chicago, III. 


BOSTON OFFICE 
ROGERS & HOWES, Managers, 4 Liberty Square, Boston, Mass. 


MARINE DEPARTMENT 
NEW YORK—Wnm. H. McGee & Go., General Agents, 15 William Street 
SAN FRANCISCO—George L. West, Manager, 220 Sansome Street 
CHICAGO—Wnm. H. McGee & Co., Gen’! Agts., Insurance Exchange Bldg. 
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NEW YORK SURVEYS 

A Simple Cause, But a Large Fire——On 
Thursday of last week, just because there was 
a short circuit in the light bulb in the spray- 
ing room, a fire was started which did consider- 
able damage to the building and to the fourth, 
fifth and sixth floors. Very frequently, the 
statement is made that there is no danger in 
these minor devices, but with the growing and 
extensive use of the volatile oils there is always 
danger because they can be so easily ignited 
by a spark. 

A “Mellon” Suggestion.—In a short bio- 
graphical sketch of the Secretary of the Treas- 
ury it is told that one of his earliest errands 
when he entered his father’s office was the in- 
vestigation into the condition of a certain firm 
to whom money had been loaned. He made the 
investigation and reported that the firm was all 
right, and what was needed was not to cancel 
the loan, but to increase it. His advice was 
followed and the business came through all 
right. Those forms of insurance which depend 


upon inspection are in much the same condi- 
tion as that business, with a tendency, however, 
to give them less money with which to do the 
work rather than more. What is needed in the 
fire insurance field is the use of more money 
in the inspection work; this will tend to reduce 
losses, and not a withholding of money, which 
increase losses. In other words, 
is put into the inspection end 
of the business, the return will be very sub- 
stantial in the decrease in losses. It will be a 
investment than to pay increased 


will certainly 


if more money 


much hetter 
commissions to get more business. 


BOSTON AND VICINITY 
Several important changes have been an- 
nounced in the management of Brewster & Co. 
W. Putnam Page, for the past twenty years, or 


since the death of W. H. Brewster, manager 
of the well-known local agency firm, has re- 
signed and Gustavus B. Holt, with the firm for 


the past year, will succeed him. Since its in- 


corporation in 1872 the agency has remained in 


Fire Insurance Premiums in New York City 


(Continued from page 9) 


————Manhattan and Bronx———— 
923 1922 





——_——_—— Brooklyn-—-__—_-—_-__—— 





NAME OF COMPANY 192 1921 1923 1922 1921 
Stock Companies. $ $ $ $ $ 

AUTOMOBILE PREMIUMS 
Alfance.. Londott. acs ciececcae cess GE ete, = Jf ears Pa sadeeccee. —wawaiicawa 
Alliance, Philadelphia....... I; ‘911 ee: | aaaratacera 658 2 ocr. 
Amer. and Foreign Marine, N. Lae 252 412 953 41 90 1,024 
Atlantic Mutual, New York. ‘ 1,560 1,300 2,200 1,400 1,100 1,150 
Boston, BOSCO... ois ccccrese-a ss 996 1,080 273 1,785 1,752 321 
British & Foreign Mar., Liverpool 252 412 953 41 90 1,024 
Chicago F. & M., Chicago Sean 864 Tieee) .:tagetes SA 2careed 
Federal, Jersey City....... 17,459 : ear! | Guectakaniesa A) lee natal canaries 
Ind. Mutual Marine, London 4,023 6,657 2,317 348 ye” Mere 
Ins. Co. of North America, Phila 2'318 3,081 Suet? il te Re | L Rateeearen 
Marine, London:.......:.:6606 «0% 9,122 ahs BOG) ise seae “Caan 
Ocean Marine, London. ...... ee 108 282 108 1S 39 139 
Pennsylvania, Philadelphia. . Pee eee. «6 Keke ais ia i aC OE ee oe 
Reliance Marine, Liverpool...... 108 282 408 18 39 139 
Royal Exchange, London...... > 351 Ce) a vewreeas 68 | oceans 
Gea VAVeEEDOON: 6s.565 on6 nena ve BL rare a ieislepuerale 785 ee ee en 
Tokio Marine & Fire, Tokio. 1,341 2.219 st 116 BA eslanearns 
U.S. Merchants & Shippers, Ne ¥ 8,046 13,314 4,634 696 4,486 
Universal, Newark............ 4,863 412 ; : 3,234 we a 
Retired companies........... 769 50,901 sicay . 81 11,756 

RECAPITULATION 
Automobile premiums. satis 61,071 32,924 63,050 11,314 11,107 i, 
Local companies, fire. . Sie re 5,525,519 5,029,481 4,994,709 1,854, 665 1,542,566 1,483,: 
Other companies, fire.......-..:+.. 9,302,171 ; 7,979, 480 4,134,775 3,714,755 2,928,505 

EMF ani. sacere oe berele eels 14,888,761 13,643,383 rf 3,037,239 6,000,754 5,268,4: 28 4,427,888 


+ Formerly the Germania. 
burgh City, New York, in 1916. 
German, Wheeling. s Formerly the Pelican. 
British and Mercantile, New York. 
German-Pittsburgh. 


t Formerly German-American. 
n Form erly Buffalo German, merged with the Buffalo Commercial in 1914. 
t Formerly the Liverpool and London and Globe. 
v Formerly German-American. 
y Formerly German-American, Pittsburgh. 


b Merged with Williams- 
r Formerly 
u Formerly the North 
x Formerly 


§ Formerly German Alliance. 


w Formerly Teutonia, Dayton. 


z Formerly Humboldt, Pittsburgh. 


the Brewster family. Mr. Holt has been active 
in the insurance business for over twenty years. 
He started with the Underwriters Bureau, was 
special agent of the Massachusetts Fire and 
Marine and then went with the Northern of 
New York. Gustavus Atwell and Joseph 
Dowling, for many years with the Brewster 
agency, will continue their association with the 
firm, supervising direct business and bookkeep- 
ing and office work respectively. 

Outings continue to be the order of the 
day. Over 600 of the employee’s association of 
Field & Cowles, OBrion, Russel & Co. and John 
C. Paige & Co. frolicked last week at Nan- 
tasket. 

The Insurance Society of Massachusetts 
conducted its second successful annual golf 
tournament last week with fifty entries, six- 
teen prizes, and a good time all ’round. W. R. 
Hopkins won the second leg on the champion- 
ship trophy offered by the Boston Insurance 
Company, which was won last year by Percy 
Goodale. 

Rogers & Hatfield have moved to the new 
Boston Chamber of Commerce building at 80 
Federal street. It has the metropolitan district 
agency for the Columbian National Life Lum- 
bermens Mutual Casualty and the Berkshire 
Fire. 

Gorham Dana, manager of the Under- 
writers Bureau of New England, leaves shortly 
for England for an extended vacation. 

CHICAGO AND THE WEST 

The 33rd District of the Federation of 
Illinois held its annual conference and dinner 
Wednesday evening, June 25, at 6.30 p. m., in 
the Roof Garden of the Hotef LeClaire, Moline, 
Ill. Jean A. Pope, district chairman, presided. 
Those taking active part in the meeting were: 
Ex-President Joseph FE. CaHender, H. H. 
Cleveland, C. O. Ford, Judge Olson, H. A. 
Yates and State Secretary Royal N. Alles. One 
hundred new members were added to the Fed- 
eration for the district. 

Many of the Western departments of fire 
insurance companies report collection of agency 
balances as unusually difficult at this time. This 
condition is not confined to any State. 
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EXPIRATIONS ISSUE UP 
Missouri Separation Brings Out Specific 
Case 

St. Louis, Mo., June 30.—The ever live ques- 
tion as to the ownership of expirations when 
an agent changes his companies has been pre- 
cipitated by the separation of the mixed agen- 
cies in Missouri, and it is possible and not 
altogether improbable that .the matter may 
finally be adjudicated by the courts of the State. 

The principals in the lastest controversy on 
this point are E. F. Maffry, general insurance 
agent of Macon, Mo., and the Northwestern 
National Insurance Company. Mr. Maffry has 
registered a complaint with the Missouri Asso- 
ciation of Insurance Agents, but that body as 
yet has not acted on the matter. Eventually it 
may go before the National Association in 
view of the nation-wide interest in the ques- 
tions involved. 

In many respects the Missouri controversy 
resembles the famed Cartwright & Cartwright, 
Lakeview, Mich., case. 

Mr. Maffry had a mixed agency and in clear- 
ing decided to retain his Western Union fleet 
of companies. Among the Bureau companies 
he dropped was the Northwestern National. 

Some weeks later he learned that 
Macon agents for the Northwestern National 
were chasing his expirations. He took the 
matter up with Special Agent Frifeldt of the 
Northwestern National and, receiving no satis- 
faction, finally protested to the company direct. 

In a letter signed by Vice-President William 
D. Reed it is said the Northwestern National 
very frankly admitted that its fieldmen had 
furnished its new agents with a list of the risks 
in force “principally as a matter of ordinary 
business precaution” and also that they could 
“inform themselves 


other 


sufficiently to properly 
handle any claims arising from the policies.” 


Bans No Amount Policies 

Topeka, Kans., June 30.—William R. Baker, 
Kansas Superintendent of Insurance, has sent 
an order to all of the stock fire companies di- 
recting that all of the policy forms for motor 
car insurance, known as the “No Amount” or 
the “Cash Value” policies, be recalled in this 
State. 
which have filed this form of policy with the 
insurance department. 


There are only a few of the companies 


Thursday 




















MORTGAGE REPLACEMENT 


YAY, 

1 _, Borrow to build if need be, but insure to protect and complete the transaction 
a) if you should die. ; 

ee It is unfair to leave your wife and family without funds to complete the pay- 
49 ments and prevent possible foreclosure and loss of your equity. 

KY A Life Insurance Policy for the amount of your Mortgage will make the Home 
My secure in event of your death. 
i) Through an Endowment Policy funds may be accumulated to pay off the Mort- 
le $| gage at the end of ten, fifteen, or twenty years. 

7 meantime the policy will guarantee the 

Ny) payment of the Mortgage. 

Ls 

ayy Over sizty years in business. Now insuring over One 

v%) Billion, 850 Million dollars in policies on 3,300,000 lives, 







In the event of your death in the 


Sa 


Lire INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 























Shots That Scored at Jefferson 














James L. Case, past president of the Na- 
tional Association of Insurance Agents: 

“It is easier to sell insurance than it is to go 
out and get paid for what we sell!” 

Col. Joseph Brown of Brattleboro, Vt.: 

“Our legislature encourages rebating and the 
Insurance Commissioner is helpless on that ac- 
count.” 

S. S. Watson, St. Albans, Vt.: 

“IT come from a city near the border line be- 
tween hootch and thirst.” 

“Matches have heads but no brains—and some 
people are like matches.” 

“We only have about 2,000,000 statutes and 
laws in the country now, and, of course, you 
know that ignorance of the law excuses no 
man.” 

“\ly second idea is more or less Watsonian 
in nature.” i 

Hon. Charles L. Underhill, member of Con- 
gress: 

“Instead of a government by law during the 
last session of Congress, we came pretty near 
having a government by fright.” 

“It's a funny thing how little interest con- 
tinues in an investigation when it is discovered 
that no appropriation is forthcoming for the 
purpose.” 

With regard to government expenditures the 
sky’s the limit—and there’s a hole in that.” 

“Ask your Congressman how he stands on 
the Fitzgerald bill. If you cannot convince him 
that it should not pass, you are not fit to sell 
insurance.” 


W. L. Cuyler, forgery bond manager at 
Boston for the National Surety Company : 

“A forgery bond is, in effect, a fidelity bond 
on every man in your employ—and that without 
naming the principal.” 

“Tt may not be long before 
forgery loss exceeds the fire loss.” 

Francis R. Stoddard, Jr., retiring Superin- 
tendent of Insurance of New York: 

“There is nothing radically wrong 
insurance business.” 

“It is as clean as any and cleaner than most.” 

“The best defensive is a strong offensive.” 

“Asphyxiation under the latest methods has 
nothing on the liquidation bureau.” 

“If anyone of you thinks that working in the 
New York Insurance Department is holding 2 
political sinecure, let him get over the idea.” 

Edson S. Lott, president of the United States 
Casualty Company: 

“T am proud of the insurance business and 
the men who have built it to its present vast 
proportions.” 

“The American insurance agent is a national 
asset.” 





the annual 


with the 


W. W. Ellis, manager of sales promotion 
for the Commercial Union Assurance Com- 
pany : 


“Use and occupancy is the life insurance of 
business.” 

“T predict that in nine years use and occu- 
pancy will closely approach fire insurance as 
an income producer.” 


¢, °, *, °, ©, *, e 






































Organised 1859 * INSURANCE ISSUED 
NATIONAL LIBERTY |# , 42} 
Tornado Windstorm 
INSURANCE COMPANY OF AMERICA Rent and Rental Values 
Head Office: 709 Sixth Avenue, New York Western Dept., 207 North Michigan Blvd., Chicago Explosion and Riot . 
Losses paid since organization over 56 millions. Use and Occupancy ; 
DISTINCTIVE AGENCY SERVICE IS MAKING THE NATIONAL Sprinkler Leakage | 
LIBERTY AGENT THE MOST WIDELY ADVERTISED INSURANCE Tourist Baggage 
MAN IN HIS HOME TOWN. THINK IT OVER! 4 Marine 
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July 3, 1924 


New England Agents’ Convention 
(Continued from page 3) 
hundred or more agents and their wives who 
attended the sessions. 


CHAIRMAN Core’s REMARKS 

In his description of the efforts and influence 
of the New Advisory Board, as 
exerted during the past year, Chairman Cole 
struck one of the keynotes of the convention 


England 


when, among other things, he said: 

The persistent clamor on the part of those 
who seek to advance socialistic plans with a 
view toward placing the insurance business in 
the hands of the government to run is no idle 
dream, and is in itself a challenge to both com- 
panies and agents to work together in combat- 
ing this intolerable, un-American enterprise. 

Mr. Cole explained that the purposes and 
aims of the board were, first, to promote the 
best interests of the New England State Asso- 
ciations of Insurance Agents, and, second, to 
provide an organization which would act as a 
medium He 
stated that his committee had been successful 
in securing a reduction in the rate on private 
garages containing more than two cars, but that 
settlement of the question of suspended auto- 
mobile liability rates, as had been suggested at 
the convention last year on account of the 
several winter months during which New Eng- 
landers were compelled to lay-up their cars, was 
still pending. Mr. Cole declared, however, that 
favorable action on this matter was hoped for 


for the transaction of business. 


and expected. 


DISCUSSION OF THE VIRGINIA PLAN 


When the discussion directed by James L. 
Case, the result of which has already been told, 
was under way, there was no lack of comment 
from the house on the possible operation of the 
Virginia plan in the New England States. G. E. 
Wood of Portsmouth wanted to know whether 
the burden of enforcement would fall on the 
shoulders of the State Commissioner, the agent 
or the companies; and A. C. Stearns of New 
London voiced the opinion that before the plan 
could be put into practical effect the public 
would have to be fully informed on all its 
phases. Col. Joseph Brown of Brattleboro told 
the convention that the rebate law of Vermont 
applies only to life insurance and that in his 
State “the legislature encourages rebating and 
the Insurance Commissioner is helpless.” The 
mutuals in his territory, he said, collect pre- 
miums at the end of the year and consequently 
the education of the public there has been 
toward long-term notes, with interest included 
in the computation of the premiums. James W. 
Cook, president of the Rhode Island Associa- 
tion of Insurance Agents, claimed that because 
his State had no anti-rebate law, he doubted the 
authority of the Insurance Commissioner to 
rule on the Virginia plan. Eugene A. Beach, 
president of the New York Association of In- 
surance Agents, although not a speaker, was tn- 
terviewed on the subject by THe Specrator’s 
representative after the convention had favor- 
ably recommended the Virginia plan. Mr. 
Beach was not in accord with the resolution and 
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expressed the opinion that he could see no reason 
why the Insurance Commissioner of any State 
should thus be requested to interfere in the mat- 
ter of premium collection. S. S. Watson of St. 
Albans the National 
tion would urge the fire and casualty companies 
to puta 


asked whether Associa- 
clause in their policies similar to that 
stipulated by life insurance companies and stat- 
ing that the insurance would not be in force un- 
In replying to this 
the 
discussion, said that the companies had not seen 


til the premium was paid. 
query, Past-President Case, as leader of 
fit to accept this suggestion, although the matter 
had been taken up with the officials of the Na- 
tional Board of Fire Underwriters. 

Clement Paquett, senior partner of the firm of 
Perkins & Paquett at Newburyport, explained 
a method he had evolved for impressing on the 
assured the necessity for speedy payment of 
premiums. This consisted in printing the fol- 
lowing notice on every bill sent to a_policy- 
holder : 

The insurance company covering this risk is 
required by law to set aside a stipulated pro- 
portion of this premium as a reserve to pay 
any loss that may occur under this policy, also 
pay certain required tax, therefore prompt pay- 
ment of the premium is solicited, in order to 
comply with the government’s requirement. 


SERVICE TO CUSTOMERS 

In handling his topic of “Agents’ Service to 
Their Customers,” James W. Cook, president 
of the Rhode Island 


stressed the necessity and advisability of con- 


Agents Association, 
current policy forms on any one risk and urged 
agents to see that this was done in order that 
there would be no lack of protection to the 
“Agents should place service before 
Mr. Cook, 


that their clients are fully aware of the extent 


assured. 


self,” said and should see to it 


and provisions of their policies. On this sub- 
fect: (C. E-. 
that 


prepare 


Newcomb of Providence suggested 


agents should show the assured how to 


schedules so as to be ready for the 


arrival of the adjuster after a loss, and I. M. 


Boardman, secretary of the Vermont Agents 
Association, declared that agents should 
familiarize themselves with methods of reduc- 


ing fire hazards in order that they may render 
better service to their policyholders. 

S. S. Watson of St. Albans, Vt., spoke on 
“Fire Prevention” and approached his topic 
from a new angle when he stated that if the 
law continued to bring careless motorists into 
court to be tried for their offenses, it must, 
in order to maintain justice, also penalize the 
He hinted 
that ultimately the present system of fire pre- 


person who carelessly starts a fire. 


miums will be changed to one based on the 
“We 
losses until the public realizes that it, 


average fire loss. can never stop fire 


and not 
the insurance companies, must pay,” was Mr. 
\WWatson’s concluding thought. 


Cyarites L. UNpDERHILL 


The final speech of the Wednesday session 


Hon. 


of the convention was, in effect, a summary of 
all the 


ference 


arguments against governmental inter- 
with private enterprise and was deliv- 
the Hon. Charles L. Underhill, mem- 
and 


ered by 


from Massachusetts, 


13 


ber of Congress 


Fire Insurance 


father of the Underhill bill, which so valiantly 
opposed the Fitzgerald monopolistic workmen’s 
compensation bill in the District of Columbia. 
Mr. Underhill introduced by Chairman 
Cole in a brief appreciation in which he said: 
“The insurance men of America owe a great 
debt of gratitude to this man for his efforts to 
the tide of government control.” The 
high spot of the Congressman’s remarks was 
reached by his declaration that “there never has 
been a great scandal in the industry of the 
country that did not begin by the government 
going into business, and it will be the same 
thing if the government goes into the insurance 
’ The speaker urged all insurance 
agents to band together in opposition to the 
Fitzgerald bill when Congress again convenes 
and to defeat this measure in the best interests 
of American individualism. 


Was 


stem 


business.’ 


Thursday Sessions 

The reception accorded to Hon. Francis R. 
Stoddard, Jr., retiring Insurance Superintend- 
ent of New York, during the second morning of 
the convention was a remarkable tribute to the 
character of this man who, for the past three 
and more years, has occupied a prominent place 
in the eyes of the insurance world. Mr. Stod- 
dard was escorted to the platform by James L. 
Case and, at the very outset of his speech, told 
the gathering that this was the last time he 
would address an agents’ meeting as Superin- 
tendent of Insurance of the State of New York. 
He briefly reviewed the history and accom- 
plishments of the New York Department and 
stated that: “Business methods may be sub- 
ject to improvement, but there is nothing in- 
herently wrong with the insurance business. It 
is as clean as any business in the world and 
cleaner than most.” With regard to the sup- 
port he had received from the insurance papers 
and in explanation of their efforts on behalf 
of the insurance business generally Mr. Stod- 
dard said: 

I wish at this point to compliment the insur- 
ance press. When one realizes that their cir- 
culation is almost entirely among persons in 
the insurance business, one cannot help but ad- 
mire the independence which most of them ex- 
hibit. I have found nearly all of them to be 
absolutely impartial even though the interests 
of their readers might be affected. When the 
insurance business has been unjustly attacked, 
they have valiantly rallied to its defense and 
have done much to keep up business morale at 
such times. The insurance papers have been 
very fortunate in attracting persons of the 
greatest ability to their service. After my in- 
timate contact with them of many years’ dura- 
tion, I am pleased to take this opportunity of 
expressing my regard and respect for them 
and their publications. 

The necessity for co-operation between com- 
panies and the insurance departments of the 
several States was emphasized by Mr. Stoddard, 
who pointed out the tremendous responsibility 
of a Commissioner’s position and expressed the 
opinion that the company executives are the 
ones who can be of most assistance in proper 
On 
this angle of the insurance situation the speaker 


and legitimate regulation of the business. 


stated : 
I have often wondered why the companies do 
not use more the services of the Insurance 
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TEXAS 


AGENCIES OPEN 


RESOURCES 
Over One Million Dollars 


OUTSTANDING INSURANCE 
Over Twelve Million Dollars 


For particulars write 


THE WESTERN NATIONAL LIFE INSURANCE CO. 


P. O. Box 2131, Denver, Colorado 


Note: During the 12 years we have been in business we have never contested a 
death claim nor have we ever lost a dollar on any investment. No past due interest 
December 31st, 1923. 
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Commissioners’ Convention Laws, as well as 
regulations and reports, which should be as 
uniform as is possible in all States, yet they 
differ much in different States. When the com- 
mittee from the National Board at the St. Paul 
meeting urged uniformity of laws as to fire 
companies, | saw this subject pushed for the 
first time by the companies. I believe that 
companies should more frequently seek the 
assistance of their Commissioner. For instance, 
if some other State makes regulations that in- 
jure New York companies, the New York com- 
panies should call on their Superintendent of In- 
surance to assist them in obtaining relief. Any 
Commissioner is most anxious to assist the com- 
panies of his State and he expects that they will 
call upon him if his assistance is needed. 

With regard to the work done by the agents 
throughout the country and the value of that 
jabor in the upbuilding of better conditions in 
the business, Mr. Stoddard said: 

I have attended many agents’ conventions and 
I have been impressed with the unselfish point 
of view of the agents of the country. I am 
convinced that they would adopt a_ proper 
course, even though it meant that they might 
be injured financially by its adoption. I am 
not very well acquainted with State organiza- 
tions outside of New York, but I can state 
from my experience that the National Associa- 
tion of Insurance Agents has been most fortu- 
nate in its choice of national officers and the 
New York State Association has been equally 
fortunate. I shall be proud to continue to 
count among my best friends the leaders of 
these two organizations with whom T have been 
brought in contact. 


Cueck Forcery INSURANCE 

Prior to Mr. Stoddard’s speech, and opening 
the second day’s sessions, were talks on “Check 
Alteration and Forgery” and “Check Forgery 
Insurance Salesmanship,” handled respectively 
by R. P. Phipps, superintendent of the check 
forgery department of the Maryland Casualty 
Company, Baltimore, and L. W. Cuyler, for- 
gery bond manager at Boston for the National 
Surety Company, New York. Mr. Phipps de- 
voted his time to stressing the enormous rise in 
the total of moneys lost by the crimes of check 
forgers and alterators and showing how these 
gentry operated. The total of losses on forged 
and altered checks was somewhere between 
$150,000,000 and $200,000,000 yearly, said Mr. 
Phipps, and the losses from this source, unless 
the public was made to see the value of com- 
plete insurance protection against the risk, 
would soon rival the fire loss total. 

Mr. Cuyler toid the assembled agents that 
there was no competition from manufacturers 
of check protection devices that could not be 
successfully met, and pointed out that when so- 
called “free insurance policies” were given 
away with devices of this kind there were many 
loopholes in the type of contract written. “The 
joker in these policies,” said Mr. Cuyler, “lies 
in the fact that they stipulate that the machine 
must be in good working order and properly 
inked, and that there is a clause denying liability 
in the case of collusion of an employee. These 
two things practically void the policy.” The 
objections answered by this speaker were “TI 
never had a check raised.” “We send checks 
only to responsible concerns,” and, “I have a 
new checkwriter and an insurance policy with 
it.” Edson S. Lott, president of the United 
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States Casualty Company, New York, spoke 
forcefully on the subject of government inter- 
ference in the insurance business and apparently 
scored heavily when he said: “The American 
agency system has made the business of insur- 
He was also applauded when 
“No State can conduct the busi- 
ness of insurance as well as it is now being 
conducted.” 


ance what it is.” 
he remarked: 


RENT AND BuSsINESS INTERRUPTION INSURANCE 

The Thursday morning session of the con- 
vention, which was intended to be the last, met 
with some delay and, accordingly, an adjourn- 
ment was taken until eight o’clock in the even- 
ing. Immediately before adjournment, how- 
ever, W. W. Ellis, manager of sales promo- 
tion for the Commercial Union Assurance Com- 
pany, gave a talk on rent and business in- 
terruption insurance which proved to be a real 
help to the agents. Mr. Ellis confined himself 
strictly to those things that an agent might 
encounter in his daily work and advanced sell- 
ing arguments which were evidently appreciated. 
In discussing the opportunities lying in the sale 
of these coverages, Mr. Ellis said: 

The agent of to-day has at least 144 different 
lines of insurance that he must sell. 

It is absolutely impossible for a single man 
to know all about each line or even know 
enough about each line to intelligently sell them 
to his clients. 

An agent, just as a merchant, must pick the 
lines that offer him the greatest opportunity, 
protect his clients’ interests to the best advan- 
tages and offer the best selling points. 

[ believe that both rent insurance and busi- 
ness interruption insurance, or use and occu- 
pancy insurance as it is most commonly called, 
should be on the so-called preferred list and 
actively sold by every agent. 

Business interruption insurance, continued the 
speaker, gives the manufacturer a background 
of safety during enforced shut-downs of his 
plant which nothing else could possibly supply 
and therefore the agent selling this form need 
have no fear of the value of the protection he 
With regard to the point to be bronght 
out in offering these policies, Mr. Ellis advised: 


offers. 


The selling points are the common sense sell- 
ing points you would expect in selling this 
policy. 

We must show the man that use and occu- 
pancy insurance carries the fire insurance pol- 
icy one step further. It protects his income 
and necessary expenses. 

It is always a valuable point to make that 
his books at the end of a year should appear as 
favorable even though some time in that year 
he has had a fire. 

It is always a good plan to point out to him 
that the rates are less than the fire insurance 
rates on his property and that this class of in- 
surance will relieve his mind from worry. 

Thursday Evening 

Although many of the agents and company 
men had left during the afternoon, the ad- 
journed morning session was resumed Thurs- 
day evening and the scheduled topics were 
given consideration. E. L. Sullivan, advertis- 
ing manager of the Home Insurance Company 
of New York, developed the subject of “Build- 
ing Business Through Advertising” by show- 
ing how advertising, well-chosen and carefully 
directed, will result in increased premium vol- 


~ 
mn 


Casualty, Surety, Etc. 





Wy 





Fidelity @ Surety Bonds 


of every character and 
description 





Prompt Service 
Intelligently rendered 


Desirable Agency 
Territory available 





Correspondence Solicited 


... Demon 
fidelity and Surety 








(Company 


} M ite h.- 








i BY: im axe 








ume. The agent should realize the value of 
advertising in his line of endeavor, said Mr. 
Sullivan, and should bring to its application the 
same fundamental principles applied in other 
kinds of business. 

A discussion on “Rain Insurance” was led 
by C. Arnold Grasse, New York manager of 
the rain insurance department of the Home, 
who pointed out the value of this coverage to 
those engaged in occupations whose success is 
dependent upon large attendances. The agent 
who made a thorough study of the needs of his 
prospect before approaching him on the sub- 
ject, said Mr. Grasse, was almost certain to 
succeed. Knowledge of the policy provisions 
and an understanding of the type of. person 
who can best be served by such contracts will 
help the agent to build up an income from 
this class of writings. Thomas C. White of 
Lewiston, Me., secretary of the Maine Associa- 
tion of Insurance Agents, also brought out 
some valuable hints on this coverage. 

A discussion on “Agents’ Qualifications” was 
committed to Joseph Cole and Joseph M. Roche, 
both members of the executive committee of 
the Maine Association and following this an- 
nouncements were made of the winners of the 
bridge party on Wednesday afternoon and the 
various golf tournaments which had been in 


progress. 


R. J. Neckerman, who for some time has 
been executive superintendent of the commer- 
cial accident and health department of the 
Continental Casualty Company of Chicago, has 
been appointed Superintendent of Agencies. 
This promotion comes as the result of hard 
and successful work in Mr. Neckerman’s 
former position. 
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KANSAS AUTO CLUBS 


Insurance Department Will Not Al- 
low Deception in Service Promised 


MEMBERSHIP CARDS LOOK LIKE 
POLICIES 


Laws Require That Anything Approaching 
Insurance Must Have Certificate of 
Authority 
TorpeKA, Kawn., June 30—The 
club organizations which, it is alleged, are try- 
ing to sell a sort of insurance to motor car 


automobile 


owners are going to have hard sledding in Kan- 
sas. William R. Baker, Superintendent of In- 
surance, has notified the United Motor Club 
of Kansas City, Mo., that it would not be per- 
mitted to operate in Kansas if it attempted in 
any way to indicate to the motor car owners 
that they were buying insurance protection. The 
officials of the Club were advised that the Kan- 
sas insurance laws were quite specific in re- 
quiring that anything bordering on insurance 
must have a certificate of authority from the 
insurance department before it can be sold in 
the State. 

It appears that there are a number of these 
club organizations being launched in various 
parts of the country and many holders of mem- 
berships seem to think they were deceived when 
they joined the organization and paid their 
money for something they claim they did not 
get. 

The membership cards look quite like inswr- 
ance policies in form and style and the agents 
selling the memberships lay great stress upon 
the protection which a membership will afford 
the owner of a motor car. It appears that in 
fine type somewhere on the contract the or- 
ganizers of the club specifically state that the 
contract is one of service to the motor car 
owner and is in no way an insurance or in- 
demnity contract by which the club or service 
organization agrees to pay anything for any 
damage or injury to the car or anyone else. 

The contracts call for free tow service; in- 
spection and advice on the operation of the car 
and “theft protection.” The company or club 
agrees to hire a detective agency to hunt up 
stolen cars for members. Then the members 
are to be allowed to buy supplies at a discount 
and the member is to be permitted to hire the 
same lawyer as the club. The member is also 
to be given such free touring advice as he may 
require during his membership in the club. 

The United Motor Club is located in Kan- 
sas City, Mo., and is said to be the first of the 
organizations to attempt to enter Kansas. It is 
said that organizations of a similar nature have 
been in operation for some months in other 
States, 


Insurance Lectures 
Under the title Lectures on Insurance, Senior 
Course, Casualty and Surety, the lectures deliv- 
ered before the Insurance Society of New York, 
under the auspices of the Insurance Institute 


of America, in the third year or senior course, 


have been published by the Underwriter Print- 
ing and Publishing Company, in book form. 
This little book, which sells at $1, is one of 
three which constitute the complete set, the 
first and year lectures having been 
printed in 1922 and 1923. 


second 


Samuel H. McKean to Join Maryland 
Casualty Company 
One of the most producers of 
check forgery business of the Aétna Casualty 
McKean, re- 


successful 


and Surety Company, Samuel H. 
signed on the first of July to take a similar 
position with the Maryland Casualty Company 
at the New York branch office. 

Mr. McKean is an excellent criminologist, 
which is of great assistance to him in writing 
this type of business. 


TRAFFIC SAFETY PLANS 


Insurance Committee at Washington 
Agrees on Program 


NEXT CONFERENCE ON AUGUST 29 


Declare Auto Accidents Form Large Part 
of Present Company Losses 
WaAsHINGTON, D. C., July 1—A _ substantial 
program, which will lead to definite results, was 
agreed upon at a meeting of the insurance com- 
mittee of the joint conference on highway 
safety, held at the Department of Commerce, 
June 28. Work upon lines laid down at the 
meeting will be inaugurated immediately, and 
a report of progress will be made at the next 
(Continued on page 33) 
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specialists. Every one of its 
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associated lines. 
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HE specialist is the man you call for when you want 
faster and 
smiles at technicalities and concentrates on essentials. 


The writing of Fidelity and Surety Bonds is not a 
departmental side-line with the F & D. 
of the various forms of Burglary Insurance this company 


In other words, the F & D is an organization of bonding 


Most of them have grown up with the Company. 


As a natural result of this specialization the F & D is 


representatives than a company which writes many dis- 


If you are thinking of making a bonding connection 
“specialization means service’’—and then 
write to the F & D’s Production Department. 


Specialization 
Means Service 


better than usual. He 


With the exception 


underwriters is an expert in 


the needs of its clients and 





Sp- 73. 

PRODUCTION DEPARTMENT, 
FIDELITY & DEPOSIT COMPANY, 
Baltimore, Md. 


If you are not already adequately repre- 
sented in this territory 1 will be giad to have 
full information regarding an agency connec- 
tion with your Company. 
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ideli | t NewYork INCOME INSURANCE 
Telia voanan> New SPECIALISTS 


—1876— ROBERT J. HILLAS, Pres. —1924— 
Sotal Assets... <6 si00% Twenty-nine Million Dollars Opportunities for Salesmen in 47 States 
Total Reserves......... Over Twenty Million Dollars 


Surplus to Policyholders..About Nine Million Dollars Address H. A. LUTHER, 2d Vice-Pres. 


Losses Paid to December 31,1923 Over One Hundred NORTH AMERICAN ACCIDENT INSURANCE CO. 


and Two Million Dollars 
209 S. LaSalle St., Chicago, III. 








CASUALTY LINES, Surety Lines 





ACCIDENT FIDELITY 


HEALTH COURT ome cone 


LIABILITY CONTRACT 
COMPENSATION Casualty Insurance FIDUCIARY 
DEPOSITORY 


ADURGLARY and OFFICIAL 
ROBBERY CUSTOMS y O U R C HK A N C E 



































PLATE GLASS Surety Bonds REVENUE 
ELEVATOR Pnsencsea , ‘ ‘ 
Soak EXCISE To become Supervisor in Connecticut for a 
FLY-WHEEL MISCELLANEOUS A 
young life insurance company; one of the 
“INSURANCE THAT INSURES” kind where personality and hard work will 





receive a visible reward. 








Address P. L. care of THE SPECTATOR, Box 1117, 


INTERSTATE CASUALTY CO. New York City. 








ST. LOUIS, MO. ne vee wean 


has grown so in popularity until it is now generally conceded to be 
‘fone of the leading Industrial life insurance companies in America’ 











AUTOMOBILE INSURANCE rie RE HER aed A SER Pa 
LIABILITY INSURANCE GEO. 4. CHASE, President BALTIMORE, MD. 





PLATE GLASS INSURANCE 








A SPECIALIST COMPANY IN PRESS 


Surplus to Policy Holders $408,090.84 SURETY AND CASUALTY 
— sittin Wisin SALESMANSHIP 





830 Insurance Exchange Alaska Commercial Chronicle Building 
Building Building 
LouISVILLE _ es ost eee , By 
Gaunt & Harris 1015 Boston Building out ir ee 
Speed Building JOSEPH R. WILSON 





Manager, Development Division 





Maryland Casualty Company 





Manager, Maryland Casualty Company 
Training School 


THE AMPTON OADS Compiler of Lesson Papers on Surety and Casualty 
Principles and Salesmanship and Field Development 


for the Maryland Casualty Company Training School. 


FIRE AND MARINE Former Vice-President United States Fidelity and 


Guaranty Company, and only brother of the late 


Insurance Company President Woodrow Wilson. 


Compiler of agents’ text book “Fidelity Bonds, Surety 
Bonds, Casualty Policies, the principles governing 
their underwriting; the methods of constructive sales- 
manship and the service in connection with them’’ for 
the United States Fidelity and Guaranty Company. 


NORFOLK, VIRGINIA 


Address Home Office For Agency Connection Single Copy $4. 
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W. L. Moody, Jr., President 


Shearn Moody, Vice-President 


W. J. Shaw, Secretary 


NINETEENTH ANNUAL STATEMENT OF THE 
American National Insurance Company 


OF GALVESTON, 


ASSETS 
Real Estate Owned................ 
Mortgage Loans (First Lien on Real Estate)....... 6,101,583 
(OO LFS TS IE Eco A ee a eee A 


$957,573 . 
.63 
25,000. 


54 
00 


Loans to Policyholders (On this Company’s Policies) 1,655,851 .80 
MR ERERIENS ceca core ase Nera Riven We IS yeridcabes io naw lero eRe OR 6,128,425 .85 
ONE UT C2 OR i UN ie ee oe 1,489, 106 290 
Certificates of Deposit (Demand)................ 2,452 .15 
Igserest, Duciand Accrited. . ........66 6660 cs swe cee 394,499 .82 
Deferred and Uncollected Premiums (Net)........ 307,849.80 
Due from Other Companies’ Account Re-Ins....... 7,500 .00 
Unearned Fire Insurance Premiums.............. 745 .35 

SUC TN LE USES Sa a ee ee RR $17,070,588 .49 


TEXAS 
LIABILITIES 
Net Reserve (American Experience Table, 3 and 
DG) sees cherie basedenau ei eun Gieroee fen ta al oe ie ants eine A $13,683,716 .00 
Reserve for Death Losses in Process of Adjustment 
opadqustedianddmpard ; «6. o-5.6 cise visti tewdidens 
Reserve for Taxes and Depreciation............. 
Miscellaneous Liabilities... 6 5 ccc ase new aen > 


160,679 .10 
133,623 .70 
223,398 .24 





Gains Made During the Year Ending December 31, 1923. 
Increase in Insurance in Force.........................-000- $33,579,608.00 


Increase in Admitted Assets.......................cccccceee 
oe icancinaneceuurg aeaa ashes s cae 


Ca DESIStOCk’. sss sicieks eee ccled $1,000,000 .00 
Assigned Fund and Surplus....... 1,869,171 .45 
Surplus Security to Policyholders ..... : 2,869,171 .45 
Total TAaabiwities, occ ss be bce eave c ce ad se OUODSS.49 
2,773,964.00 
313,347.00 


LIFE INSURANCE IN FORCE $215,037,404.00 
Ordinary Life, Industrial Life and Accident Insurance to Meet the Requirements of Every Insurable Person. 
SURPLUS SECURITY TO POLICYHOLDERS $2,869,171.45 
PAID POLICYHOLDERS OR THEIR BENEFICIARIES SINCE ORGANIZATION, $14,328,720.46 
ASSETS, $17,070,588.49 
GROSS INCOME, PER MONTH, $649,300.00 


OPERATES IN TWENTY-ONE STATES AND THE REPUBLIC OF CUBA 






































GENERAL AGENTS 


The fire insurance agent who does 
not have a life insurance company 
contract is overlooking a nice in- 
come each year. Life insurance can 
be handled in your agency with very 
little additional cost which leaves 
practically all of the commission on 
life business a profit to you. 


For particulars in regard to our con- 
tracts address 


A. O. HUGHES, Vice-Pres. 


in charge of Agencies 


Farmers National Life Ins. Co. 
OF AMERICA 


401 S3. Michigan Ave., Chicago 
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There is nothing spectacular about thorough service. 
It analyzes the needs of the prospect, secures the called 
for protection promptly and maintains its interest in 
carrying out the later steps in the client’s life insurance 
program. 


_ This is the kind of service The Lincoln National Life 
is promoting and backing up by its earnest Home Office 
co-operation. 


Many ambitious agents have found that this ‘‘with= 
yousall=the=way’’ attitude of The Lincoln National 
Life towards its field men and policyholders has made 
it pay to 


(Cink uP (wir THe @)LINCOLN) 














The Lincoln National Life Insurance Co. 
“Its Name Indicates Its Character” 

FORT WAYNE, INDIANA 

Now iMore Than $300,000,000 in Force 


Lincoln Life Building 
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Successful Insurance 


His 


Salesman Reveals 


Methods 


By Frank H. WILiIaAMs 


The more the successful insurance salesman 
can learn about the methods which are being 
used with good results by others in the life 
insurance game, the better equipped he will be 
for going out and setting up higher sales rec- 
ords than ever. 

Consequently it will undoubtedly be of inter- 
value to learn about the rather 
unique plan which is used with great success by 
a live-wire Middle Western life 
salesman who has been in the business for a 


est and of 
insurance 


number of years and who has each year con- 
sistently shown a big gain in business with the 
exception of a few years when sickness and 
adverse local conditions pulled down his volume. 

“The main plan upon which I work,” said 
this insurance agent, “is that of always know- 
ing pretty definitely before I tackle a man just 
how much insurance he should buy from me. 

“In other words, I never let the prospect 
dictate to me the amount of insurance he will 
buy from me, unless conditions are such that 
I can’t get away from letting him do so. 

“The reason why I always assume the dictat- 
ing end of the proposition with regard to how 
much insurance the prospect is to buy from me, 
is because in this way I always have the whip 
hand, as you might say. I always have a talk- 
ing point and, consequently, I always talk with 
convincing authority. 

“This isn’t the way I’ve always gone after 
business, but it is the method which has been 
the most successful for me in bringing my sales 
up to'a high point. Formerly, where T let the 
prospect say just how much insurance he would 
consider, T had to change my talking point in 
the middle of an interview to conform with the 
prospect’s ideas, and this always took the wind 
out of my sales and left me floundering, with 
the result that I frequently lost sales which 
never should have been lost. 


“That's the principle, then, upon which I go 
after business. 

“But this method of attacking the prospect 
involves beforehand. It 


some preparation 


makes it necessary for me to size up each 
prospect pretty carefully in advance and assure 
myself pretty thoroughly as to his financial 
condition, income and prospects. Only by so 
doing can I determine in advance just how 
much insurance each prospect should purchase 
from me. 

“And I might say right here that when T 
and put a 
certain amount as the size of the policy they 


do size up prospects beforehand 


should purchase from me, I always put the 
figure a little high. 
that a certain man should be easily able to pur- 
chase a $3000 policy from me, I put $5000 as 


For instance, if I figure 


the policy which I will try to get from him. It 
man to 
that he take 
needs or can 
in selling in- 


always is more or less flattering to a 
have an insurance agent suggest 
out a bigger policy than he really 
easily handle, so that it is a help 
surance to do this. Also, by putting the figure 
higher than the size of policy I expect to get 


I am able to come down gracefully to the 
amount I have really figured on and the 
prospect feels that he is really getting out 


easily in not being talked into buying a policy 
of the larger figure. 

“This little stunt of mine in setting the pol- 
icy figure higher than I expect to get from the 
prospect is a big help in selling life insurance; 
and so, too, is the information I get on each 
prospect during the process of determining how 
much insurance I should get from him. 

“Sizing up a prospect and determining how 
much insurance he should give me means that 
I have to go into his business and social activi- 
I have to find out what sort of a fellow 
he is—whether he is of the up-and-coming type 


ties. 


2I 


or whether he is the sort of a man who is con- 
tent with eternally sticking around and doing 
the same thing in the same way day in and day 
out. | have to find out whether he is 
happily married and how many children he 
has and whether his wife is socially ambitious 
or not—and all that sort of thing. 


also 


“All this gives me a real insight into the sort 
of an individual I have to deal with and helps 
me in framing my sales talk so as to instantly 
appeal to him and make a deep impression upon 
him. And all this is of immense help to me 
in making sales. 

“T should 


this thing of 


say, too, in this connection, that 


finding out everything possible 
about a prospect before I tackle him is of big 
help in saving time for me in that it enables 
me to steer clear of the men who can't, by any 
stretch of the imagination, be considered as be- 
ing really good prospects. 

“For one type of such prospects I refer to 
the man who isn’t happy at home and who is 
considering getting a divorce. 
insurance agent in creation 


“Is there any 


who can negotiate the sale of a policy to the 
man who is unhappy in his home life and who 
is thinking of getting rid of the ties that bind 
him to the hearthside? 

that it didn’t make much 
difference whether a man was happy in his 
home or not. 


“T used to think 


I figured that every man, who 
was happy at home or not, was a good prospect 
And so T 
tackled them all—the happily married ones and 


for the purchase of life insurance. 


the men who were on the brink of divorce. 

Now I in- 
variably pass up all the fellows who are having 
trouble with Friend Wife and who are travel- 
ing toward the divorce court. 


“But I don’t do so any more. 


Some insurance 
agents may be able to sell policies to such in- 
dividuals, but I can’t— and I don’t mind telling 
the entire world that I can’t. Trouble in the 
home of a prospect is always the signal for 
me to devote my time and selling ability else- 
where. I gladly pass up all such prospects and 
let the other fellows tackle them if they want 
to. I simply talk my head off against a blind 





wall with such individuals and I can always 
put my time in to better advantage than by 
doing that. 

“So, then, I always know beforehand just 
what sort of a prospect I am tackling and just 
how much insurance I should get from him. 

“And another pet selling stunt of mine which 
has been very helpful to me in running up a 
good volume of sales, is the stunt of never go- 
ing out after any policies under $3000 in size. |! 
don’t mean by this that I won’t sell any $1000 
policies. I'll sell just as many thousand dollar 
policies as I possbly can. But I do mean that 
I never suggest to a man that he should pur- 
chase a thousand dollar policy. I always sug- 
gest that he buy at least a $3000 policy, no mat- 
ter how poor he may be or how poor his 
prospects may be. And, by reason of having 
this method of procedure I’ve sold a lot of 
$3000 policies to men who would never have 
thought of buying anything larger than thou- 
sand dollar policies if I hadn’t put the larger 
figures into their heads and talked such figures 
convincingly. 

“It is my contention that any man who can 
afford a thousand dollar policy can afford a 
three thousand doliar policy. So that’s why I 
have adopted this particular rule. It always 
pays, you know, to go after the biggest stuff 
possible. It is just as easy to talk large sums 
of insurance as it is to talk the very smallest 
sums. 

“These are the pet selling schemes I have 
used for years and which in my opinion have 
been the most largely instrumental in enabling 
me to run up especially large and increasing 
volumes of business each year.” 

All of which is submitted in the hope that 
this will be of real benefit to other life insur- 
ance salesmen. 

You, too, could undoubtedly use both of 
these methods with good results. The man with 
the knowledge is always the man who wins, 
so it is self-evident that the more you know 
in advance about your prospect the more likely 
you are to win. 


Prudential Appoints W. S. Boswell 

INDIANAPOLIS, IND., June 28.—W. S. Bos- 
well, Jackson county representative of the Pru- 
dential Insurance Company, has been pro- 
moted to district superintendent, with headquar- 
ters at Seymour, Ind., where he succeeds W. C. 
Young, who has been named superintendent of 
the Paducah, Ky., district. Mr. Boswell be- 
came local representative at Brownstown, Ind., 
in 1917, and has been in the same county since 
that time. He will be succeeded by M. C. 
Tabor of Scottsburg, who will move to Browns- 
town to take charge of the territory. 


Big Business 
Big business may be held, and_ gotten, 
through our terse, appealing leaflet called “Too 
Busy.” 

It is surprising what such a brief message 
can do for am agent when he cannot get to the 
man “higher up.” 

Send for sample to THE SpEcTATOR, 135 Wil- 
liam street, New York. 
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Suggestions That Spell Success 


Your knowledge of the policies you have to 
sell must be thorough and the presentations 
flexible. You must be able to describe them, 
not only in the ordinary course, but from the 
middle, in either direction, and from the end 
backwards, if necessary. When you can do 
this, interruptions will not embarrass you. You 
will be able to break off in your canvass to 
answer an inquiry, or discuss an objection, an: 
readily return to the point of divergence and 
resume your explanation. 

Your statement of a policy contract should be 
divided into definite sections, logically con- 
nected, but separable, so that you may present 
them in varying sequence and expatiate on one, 
whilst you pass lightly over another, as the con- 
ditions of the case in hand demand. 

The policy should be as a lump of plastic 
clay in your hands, so that, without changing 
composition, make it 
assume whatever form you desire—protection 
for dependents, provision for old age, security 
for the business man, saving for the salaried 
employee, and so forth. You must be able to 
present the same policy in half a dozen differ- 
ent aspects to as many prospects. It will be 
the same policy and the same canvass, but the 
presentation and the appeal will differ with the 
prospect. 

When you have acquired this facility, your 
canvass will be neither haphazard nor stereo- 
Your talk will not be a dull monot- 
onous recital, calculated to hypnotize yourself 
and put your prospect to sleep. Instead of 
drowsing through your proposition you will 
present it in a lively fashion and with wits 
alert. 


its essential you can 


typed. 


Your story, although the same in sub- 
stance, will sound different from that which 
your prospect has heard from a dozen other 
agents. 

Did you ever mark the contrast between an 
extemporary prayer and one which was part 
of a regular church service? In the latter 
case, preacher and congregation go through 
almost automatic processes, the one in speak- 
ing and the others in following him. The 
former case demands mental activity on the 
The pre- 
scribed prayer is the smoother in delivery, but 


part of the speaker and the hearers. 


the extemporaneous prayer is the more force- 
ful. Such is the difference between the routine 
‘anvass and the flexible canvass. 

A simple division of the policy statement is 
into four sections: 1. Principal Benefit. 2. 


Secondary Benefits. 3. Contingent Benefits. 
1. Kind, Cost, and Returns. 


in passing, any attempt at precision in phrase- 


(I may disclaim, 
ology. The main object is to secure distinctive 
terms. ) 

In the study and analysis of a policy con- 
Assemble the dif- 
ferent features under the appropriate headings. 


tract, adopt this subdivision. 


Do this on paper until, in a mental survey of 
the policy, each element falls into its proper 
place, without effort on your part. Then you 
will be capable of a flexible canvass. You will 
be able to transpose these sections in any man- 
ner, without the least confusion or impairment 
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of the clear-cut quality of your final statement. 

In the above enumeration the sections are 
given in the logical sequence. This may con- 
flict with your present idea, but a little thought 
will induce you to agree with me. Probably 
you commence your canvass with a statement 
of the premium, and then go on to an explana- 
tion of the surrender values. You do this be- 
cause the policy statement is so arranged in 
your rate book and you have learned it by rote. 

Now, the effect of your method is to produce 
in your prospect’s mind an adverse attitude at 
the outset. You open up by confronting him 
with the one difficulty which stands in the way 
of his accepting your offer and you do this be- 
fore you have put forward your proposition. 
Then you go on to suggest the possibility of 
failure to complete the contract. You talk 
about surrendering a thing of which your man 
has not yet begun to seriously consider the 
possession. 

If you were trying to dissuade your pros- 
pect, this would be the hest way to go about it. 
These are precisely the features of the policy— 
cost and surrender—that a man’s wife or 
friend dilates upon when endeavoring to deter 
him from taking it. Your object is to create 
desire. Therefore present the benefits first of 
all. For my part, I seldom mention the sur- 
render conditions, nor allow any word synony- 
mous with “lapse” to enter into my canvass. 
I do, however, draw attention to the loan privi- 
lege. Leave the matter of the cost to the last 
and then rivet it to the settlement. Never let 
the former appear in your prospect’s mind, ex- 
cept with the other as an accompaniment. It 
is not difficult to accomplish this. When you 
state the premium, write down beside it, in 
good bold figures, the ultimate returns. Make 
the point more impressive by repeating it again 
on paper in the form of a percentage. 

Now let us return to the sections of our 
policy ‘presentation, and examine their com- 
ponent parts. 


PRINCIPAL BENEFIT 

This represents the chief purpose of the in- 
sured. It is covered by the main provision of 
the contract. It is either indemnity or endow- 
ment. Under any of the various forms of life 
policies, the principal benefit is death indemnity 
payable in a specific sum, or as an income, te 
a designated beneficiary. Under the different 
endowment policies, the principal benefit is the 
payment of a certain arnount, or income to the 
insured. 


SECONDARY BENEFITS 
This section embraces any extraneous fea- 
tures that may be attached to the policy, such 
as total disability, accident and health insurance. 
These are distinctly benefits to the insured. 


CONTINGENT BENEFITS 
These are the loan and surrender values. 
They may be likened to the lifeboats on board 
One enjoys a comfortable knowledge 
of their presence against emergency, but does 


a_ ship. 
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not care to indulge in lengthy contemplation of 
their purpose. 


Kinp, Cost AND RETURNS 

Here we group the technical description of 
the policy, the premium, dividends and options 
of settlement. 

To illustrate: Twenty-payment life, partici- 
pating, $10,000. Premium $378. Twentieth 
year $10,000 paid-up policy, or $6660 in cash. 
Dividends from 10 to 40 per cent, averaging 25 
per cent. 

You amplify this bald statement by showing 
your prospect that, at age 55, he may secure 
paid-up insurance to the amount of $1.80 for 
every dollar he has deposited with the company. 
Or, he may take a cash settlement, in which 
case, after having enjoyed twenty years’ pro- 
tection, he will receive considerably more than 
the aggregate of his net payments to the com- 
pany. 

Now let me draw your attention to the varia- 
tion in importance of the several sections. 
When you are selling an income policy, section 
number four is of the least consequence; when 
you are selling a life policy it is a secondary 
consideration; when you are selling an endow- 
ment it is the matter of chiei concern. If you 
are talking to a man whose salary is dependent 
on his continuous service, or to a professional 
man, whose income is contingent on his activ- 
ity, you should expatiate upon the valuable 
safeguards provided by number two. If your 
prospect is considering a monthly income policy, 
dwell upon number one—the primary purpose 
and the perfect provision made for its attain- 
ment. In a case of business insurance, number 
three, in so far as it relates to the value of 
the policy as collateral security and the crea- 
tion of a sinking fund, will loom large in your 
canvass. J must leave you to think out for 
yourselves other applications of the principle 
which I have been trying to explain to you. I 
will suggest that you take for your subjects in 
this practice, prospects whom you already have 
in hand. In time, and before long, you will ap- 
proach each prospect with a definite idea of 
the particular kind of canvass which you are 
going to bring to bear upon him. Your final 
decision in this matter will be controlled by 
the motive to which you purpose appealing. 

Allow me to pause for a few moments to 
interject a caution. Don’t become mentally 
muscle-bound. These instructions are worth 
less than nothing unless they can be reduced 
to the most effective practice. I am going to 
state the principal motives which influence men 
to take insurance. I am going to urge you to 
look for the dominant motive in your prospect. 
But don’t forget that all this is merely the 
means to securing applications. Don’t let science 
blind you to sense. If you can close a man 
who has no apparent motive or reason for tak- 
ing insurance, let the system go. Close him, 
and satisfy your curiosity after you have deliv- 
ered the policy. 

I remember a remarkably glib book sales- 
man happening along with a publication which 
I had determined to buy on the first opportunity. 
He had hardly started his canvass when I 


THE SPECTATOR 


INDUSTRIAL INSURANCE SECTION 


manship for the sole purpose of securing busi- 
It is valuable to you in so far as it may 
be made to serve that purpose and no more. 
As an abstract study it is not worth the price 
of a bag of peanuts to you. It will make your 
work more interesting, but see to it that your 
interest is not centered in the theory but in the 


This evidently 
Instead of producing the ness. 


agreed to purchase the work. 
disappointed him. 
order blank he resumed his talk. I insisted 
He complied, of 
course, but he was clearly aggrieved. We were 
not acting according to Hoyle. I ought to have 
allowed him to show me the various features 
of the work and to make his verbal presenta- 
tion of its merits. As a matter of fact, he 
only escaped spoiling the sale, because I was 
strongly desirous of possessing the book. 


on closing the transaction. 


application of it. 


[The foregoing are extracts from the book 
“Efficiency,” by the late Forbes Lindsay, pub- 
lished by The Spectator Company. The book 
is an excellent one for study by industrial in- 
surance agents. Copyright, by The Spectator 
Company, New York.] 


Let me impress upon you, then, that you are 
learning and will practice the science of sales- 











FABLES FOR. 
_ THE MAN IN THE STREET 


BY WILLIAM ALEXANDER 




















9. The Egoist 


“No,” exclaimed Mr. Hog, “I refuse to 
leave money for my wife’s second husband to 
spend.’ 

“Right you are,” replied Agent Stork, 
“what you want is a policy that will give 
your widow enough to live on comfortably. 
Then she will not be forced to find a new 
husband to give her a home.” 

“But,” said Mr. Hog, “my money is in- 
vested in schemes that will make me rich, and 
I need no help from any life insurance com- 
pany. 

’ replied Agent Stork, “will be all right if your ventures are suc- 
But if they go wrong, or if you die before they are developed, 





** That,’ 
cessful. 
what will become of your wife?” 


“Well,” answered Mr. Hog, “my wife earned her living before I married 
her, and she could go to work again.” 

“That is a question,” replied the agent, “‘can she do now what she was 
capable of doing when she was young? Would she be able to get a 
position today such as she secured when she was a girl?” 

But Mr. Hog was selfish and stubborn, and refused to be convinced 
against his will. 

Three or four years after that, Agent Stork met Mr. Hog in a tramcar. 
He had a black band on his hat, but looked quite cheerful. 

“Ha!” said he, “you’re the man who wanted me to insure my life for 
the benefit of my wife. Well, my wife died two years ago, and so that 
insurance would have been useless.” 

“That isn’t true” said Agent Stork, “Some day you will have an old 
man to take care of, and if you had that policy it could be utilized for that 
purpose now that your wife doesn’t need it.” 

“TI have no old man dependent on me,” exclaimed Mr. Hog; and he left 
the car before Agent Stork could explain that the old man refened to was 
Mr. Hog, himself, and that the 20-year Endowment Policy he had urged 
him to take would have provided for his own old age. 

After many years had slipped by Mr. Stork happened ‘to visit the 
municipal poorhouse, and there recognized Mr. Hog, whose speculations 
had ruined him, and who, having no friends, had been left as a burden on 
the town. 

N. B.—This series of Insurance Fables for the Man in the Street has been published in book form. 
Mail 50 cents for a sample copy. Liberal discount on quantity orders. 


Copyright, 1924, by The Spectator Company, New York. 
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Insurance Banks in Germany 


By Pror. Dr. 


As long as there have existed in Germany 
fire and life insurance companies in the modern 
meaning of the word, namely, for nearly a hun- 
dred years, there have also existed insurance 
banks, such as the Gotha Life Insurance Bank 
and the Gotha Fire Insurance Bank—both 
founded by Arnoldi about the twenties of the 
past century—and many others. But this 
denomination of the firms leads to erroneous 
conceptions, because such banks do exclusively 
insurance business and by no means any bank- 
ing business. The denomination of “insurance 
banks” applied to actual insurance companies 
is probably due to the fact that there is some 
resemblance between insurance companies and 
banking institutions. This resemblance, how- 
ever, is so small and so insignificant that it by 
no means justifies the addition of the word 
bank to an insurance concern. 


INSURANCE IDENTIFIED WITH SAVING 

Between insurance companies and banks one 
can find still fewer resemblances than between 
insurance companies and saving banks or be- 
tween insuring and gambling. Still, we know 
that there are theorists in many countries who 
identify insuring with saving, and others who 
identify insuring with gambling. Therefore, 
we must not blame the practicians for their 
having accepted such identity between insurance 
and banking businesses when promoting com- 
panies, even in the case of those formed in the 
last decades, the more so as one can establish 
a parallel between the business of underwriting 
and that of banks, especially deposit banks, in- 
asmuch as both attract private capital in small 
amounts in order to return it to production 
when large sums have been accumulated. Apart 
from this, however, there are fundamental dif- 
ferences as to the purposes and the conduct of 
business. With banks the administration of 
capital is an end in itself and the main source 
of income, which results from the difference 
between the interest paid on the deposits and 
the profitableness of investments. With insur- 
ance companies, on the contrary, the income 
is derived from the difference between the prob- 
ability of claims, on which the rate of premium 
is based, and the actual frequency of claims. 
Profit through investments is not the primary 
object and is the result, not the purpose, of an 
insurance business. It results, therefore, that, 
when investing capital, banks must look for 
highly profitable and easily realized investments, 
whereas in the case of investments made by in- 
surance companies safety must be the chief ob- 
ject. 

INNOVATON IN GERMAN INSURANCE 

When we speak of insurance banks to-day, 
we probably think, as a rule, not of those in- 
stitutions which only insure without doing a 
banking business, but of such which are banks 
without doing any insurance, and _ their 
denomination is justified, inasmuch as they have 
been founded by insurance companies for the 
sole object of transacting banking business. 


ALFRED MANES 


Here we have to do with a most extraordinary 
and striking innovation in German insurance 
business which should be of interest also abroad. 
The year 1923 is the year of birth of these in- 
surance banks in the modern meaning. Their 
formation is directly connected with the forma- 
tion of large concerns resulting from the ab- 
sorption of already existing or newly founded 
companies in the various branches, and is also 
connected in the same degree with the inflation 
of German exchange, which, as we know, 
reached its climax in the past year, and with 
the alteration of the law of July, 1923, on State 
control of private insurance firms. At that 
time the law, instead of the few formerly 
authorized investments of life insurance com- 
panies’ premium reserves in so-called “invest- 
ments safe for trust money,” gave the possibil- 
ity of investing this capital in many more varied 
forms. Besides, as formerly admitted in the 
case of trust money, in safe mortgages and 
securities, in advances on policies and in cer- 
tain public bills, premium reserves can now be 
invested also in national shares, as well as in 
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safe short time bills of reputable private home 
enterprises, and further, in real estate in na- 
tional territory. In the case of premium re- 
serves of internal insurances of fixed value, 
possibility of investment in internal or foreign 
unchangeable property values can also be taken 
into consideration, as far as it is allowed by 
the controlling authorities. The latter have to 
decide which property values are admitted for 
the premium reserves of insurances payable in 
foreign currency. It is further of importance 
to note that the new law provides that the con- 
trolling authorities can sanction forms of in- 
vestment other than explicitly foreseen by the 
law. One must admit that it would be difficult 
to allow more variety of investments than those 
in question. 


DIFFICULTY OF INVESTMENTS 

The increase of investment possibilities has 
naturally increased the difficulty of their selec- 
heretofore banking 
experience has indispensable 
requisite. If up to now the administration of 
the capital of insurance companies was essen- 
tially a matter of office routine, it has now 
become a special art requiring business capacity 
There existed and 


tion. Much more than 
become an 


and power of decision. 





cannot ignore. 


the seasoned veteran. 
they give. 


Chicago 





SOMETHING BRAND NEW FOR THE LIFE AGENT 





INSURANCE FABLES 
For the Man in the Street 


and 


For Life Underwriters 
By WILLIAM ALEXANDER 


Kindly humor “puts over’? many arguments which would otherwise fail; and truth, 
spoken in jest, is often more effective than serious discussion. 


In these two new books, William Alexander, the noted educational writer and secretary 
of the Equitable Life Assurance Society of the United States, has set down original and 
convincing reasons for taking out life insurance and keeping it in force. 
story is told in such a clear, instructive manner that the moral is at once apparent. 


a a eee 

Fables for the Man in the Street carry their messages to the prospect in a fashion he 
They are clever and vastly entertaining and, at the same time, neglect 
no opportunity for emphasizing the benefits of life insurance. 
by a route otherwise impossible, and his attention is concentrated and held in favor of the 
life insurance agent and the policies he has to offer. 
the wife and children as well as other members of the prospect’s family, thus frequently 
exerting an influence in quarters which the agent himself could not approach and often 
selling the idea of life insurance while the head of the house is away. 


Fables for Life Underwriters, by inference, teach the agent what to avoid in talking 
with the prospect as well as what points to lay stress on. 
sales ammunition with which to score a hit, and are of equal value to the new agent and 
Their amusing language takes the sting out of the sound advice 


The first booklet entitled, ‘‘Fables for the Man in the Street”’, is just off the press and 
the second, called ‘‘Fables for Life Underwriters,” will shortly be published. This 
latter book is intended for the instruction of the agent. 
agent and the prospect to “laugh and learn.” 


PRICES 
Insurance Fables for the Manin the Street. 
Insurance Fables for Life Underwriters. 


Discount in quantities 


THE SPECTATOR COMPANY 
Publishers 


Each whimsical 


The prospect is reached 


In addition, the Fables will interest 


They also furnish pertinent 


These Fables compel both the 
They should be in the hands of everyone. 


Single Copy, $.50 
Single copy, $1.00 


New York 
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exist two ways for insurance companies to cope 
with these changed circumstances: either to 
leave the entire administration of their capital 
to an outside bank or to create for this pur- 
The first 
way seems correct for all smaller companies, 


pose their own banking institution. 


but also some of the large concerns will have 
to resort to it, the shares of which are held 
to a larger or lesser extent by banks and which 
are closely connected with the big banks, espe- 
cially. If on the board of an insurance concern 
there are several bank directors they will 
hardly give their consent to the creation of new 
banks, which are to serve exclusively the pur- 
poses of the insurance concern. 

Thus we see in reality that the creation of 
their own insurance banks has by no means 
become a general pratice, but that the various 
large insurance concerns in Germany adopt a 
different attitude in the matter. In single cases 
companies which entered the concern possessed 
from olden times the unexploited right of exer- 
cising a bank deposit business, by which, of 
course, something different was meant some 
scores of years ago to what is intended under 
it now. Only in these cases it appeared in- 
dicated to recall the statutory right and to make 
use of same. A bank existing for the interests 
of insurance concerns, besides attending to the 
investment of capital and to the administration 
of property, which is all the more complicated 
the greater the number of currencies dealt with 
in the insurance operations (single German 
companies have accounts in fifty to sixty cur- 
rencies at present), can easily be used as a 
medium for collection of premiums and for the 
accountancy, which operations performed by a 
bank mean a considerable economy in the ad- 
ministration of an insurance concern, and a 
simplification of business relations with the 
widespread net of agencies and branches of the 
modern concerns. Of course, the combination 
of banking and insurance business must not 
go beyond certain limits, because otherwise the 
danger arises that the insurance purpose might 
be overshadowed by the banking interests. Un- 
der given circumstances the State control would 
thus be faced with a new and not very easy 
tasix: 

An essential function of the insurance bank 
is the already referred to simplification of busi- 
ness relations, at present often very 
plicated, between the companies of a concern. 


com- 


In such cases the organization of a kind of 
clearing house on the type of those adopted by 
the large banks for handling checks and bills, 
with the insurance bank as a central account- 
ancy body, appears indicated. It has to be seen 
if and how an insurance bank can attract and 
serve as bankers the clients of their insurance 
concern, and how it can thus create new earn- 
ing possibilities for the insurance company, 
which is its only owner or its principal share- 
holder. 


INDUSTRIAL TRADING Bonps CONTROLLED 

Up to now the “Nordsternkonzern” in Berlin 
has founded the “Nordsternbank Aktien-Gesell- 
schaft” (North Star Bank, Ltd.); the Frank- 
furt Insurance Concern controls the Industrial 
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Trading Bank of the State of Baden, Ltd. 


(“Badische Landes-Gewerbebank) at Karls- 
ruhe, which carries on the deposit accounts 
branch of the Karlsruhe Life Insurance Bank 
Further 


company 


belonging to the Frunkfurt Concern. 
we must mention the joint stock 
Duesseldorf, 
If until 
now the insurance banks have not been more 


“Rheinischer 3ankverein” of 


founded by the Indemnitas Concern. 
numerous, this is indeed surprising, since, as 
we know, especially during the last year, there 
has been great dissatisfaction with various 
manipulations of banks, and therefore it is 
probably due entirely to the depression in the 
insurance trade resulting from the depreciation 
of currency and, consequently, to the preoccu- 
pation causing much work and trouble, that 
other insurance groups have not thought also 
of attracting, through the creation of their own 
banks, the earnings which found their way into 
the hands of outside banks. 


PosstBiLiry OF CENTRAL BANK 

As lately there has often been discussed the 
question whether it was not advisable for the 
whole of the insurance companies, especially for 
the life insurance companies, to create their 
own central bank, this to act principally as a 
central accountancy organization for the insur- 
ance trade, it is opportune to mention the Bank 
of the German Life Insurance Companies, 
founded in 1914 as a war creation but liquidated 
in 1918. This institution was to guarantee in 
case of need the liquid assets of the insurance 
companies. Provided with a share capital of 
10 million gold marks, 25 per cent paid, this 
bank was to allow the associated companies to 
raise loans on mortgages through discounting 
bills with the State bank. 
few cases was the bank resorted to, because, 


But only in a very 


owing to abundance of money during the years 
of war, the apprehended difficulties of payment 
did not crop up. To-day, naturally, a central 
insurance bank would be faced with quite dif- 
ferent tasks, as already exposed in detail, and 
it would hardly experience the fate of the 
former war creation. 


THE INSURANCE TrUST BANK 

To complete our survey, we must also refer 
to the Insurance Trust Bank founded in 1923. 
This is the German Reconstruction Co., Ltd.— 
“Deutsche Aufbau-Aktien-Gesellschaft” — for 
real property, industry and navigation. This 
bank is essentially a financing company which, 
as a basis of the credits it grants, avails itself 
of the insurance, especially of life, property and 
It dedicates itself, firstly, to 
long-time loans without limiting itself to definite 


credit insurance. 
branches of industry. As a guarantee for such 
credits the bank claims the surrender of the 
life or property insurance policy covering the 
investments made by means of the above credit. 
The policy with its ever-growing premium re- 
serve represents the full equivalent of the 
depreciation of the insured risks through age 
With this guarantee the bank ob- 
tains a security of unchangeable total value, in- 


and wear. 


asmuch as the real value of the insured object, 
together with the amortization fund, must 
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always equal at least the invested capital. In 
addition to it the bank requires a credit insur- 
ance on the part of the debtor. 

Lastly, we may mention that quite recently 
a number of insurance companies have been 
founded which, without being banks, bear the 
denomination “bank” in the name of the firm; 
for example, the “Deutsche Festmark-Bank 
G. m. b. H.” of Berlin, also founded in 1923, has 
nothing in common with the above-mentioned 
institutions. This bank only does an insurance 
business on a fixed value basis and therefore it 
is a pure insurance company, notwithstanding 
its misleading name. 

The Spirit of Rivalry 

Talk it, encourage it, cultivate it, for this 
is one great essential that makes for success. 
Friendly rivalry is but the warming up of all 
that is best in a staff and putting it to practical 

This spirit should 
district, staff and 


use to make them winners. 
pervade every division, 
agency. 

Unless a man or a body of men in an asso- 
ciated capacity possesses the desire to over- 
come, to surpass, to stand first in line, to climb 
to the very topmost round of the ladder, they 
will not carry the day nor be the victors in 
the battle for supremacy. 

What a splendid thing is rivalry and how it 
sharpens the wits and quickens the pulse of 
the men of mettle! How thrilling, exciting and 
uplifting the contention for supremacy! How 
delightful to outdo, oucwit and outclass a com- 
petent and capable rival! A rivalry for gen- 
uine, high-class leadership in the many features 
of an insurance man’s field of labors, calls 
forth his supermost efforts and gratifies a 
worthy ambition. 

Most men like to win at something. The 
love of victory is in every man’s heart. Men 
want to be winners, because the joy of achieve- 
ment and prosperity is glad to join company 
with the men who can step up in front. The 
desire to be the best man of the staff, the dis- 
trict, and the division, and of the entire field, 
the eagerness to eclipse all past records and 
surpass all new ones, is the thing that makes 
our work a pleasure and forever keeps us doing 
our level best—The Banner. 





Conditions in Texas 

Darvas, TEx., June 30.—Business conditions 
in Texas compare very favorably with those 
elsewhere in the United States, according to 
Marvin E. Singleton, president of the Missouri 
State Life Insurance Company of St. Louis. 
who recently spent a day in Dallas. 

“Crop conditions as I have observed them in 
North Texas are excellent,” said Mr. Singleton. 
“Business conditions in Texas as they appear 
to me and as shown by the business of our 
company compare favorably with other States. 
North Carolina is also in a fortunate position 
at present.” 

Mr. Singleton is a native of Texas and had 
been visiting in his old home in Waxahachie 
for several days. The Missouri State Life In- 
surance Company is represented in Dallas by 
John G. Eaton, general agent for North Texas. 





TELL YOUR PROSPECT THIS 
Some Arguments to Use in Urging Your 
Proposition 

“You may, like many another man, have felt 
some uneasiness as to the ultimate disposition 
of the money which you intend to leave. We 
all know that women are commonly careless in 
money matters. They must depend upon the 
advice of others in making investments. Their 
inexperience renders them peculiarly liable to 
mistakes, with consequent loss. It is quite likely 
that some such considerations have caused you 
concern for the welfare of your daughter, after 
she shall have lost the benefit of your care and 
advice. 

“The form of insurance of which I am speak- 
ing removes all such anxiety. The death claim 
is paid as an income throughout the life of the 
beneficiary. The contract creates an absolute 
trust in the hands of one of the strongest and 
most conservative institutions in the country. 
The income cannot be lost, sold, encumbered, 
or disposed of in any but the manner agreed 
upon between you and the company. The money 
you design for the support of your daughter 
cannot possibly be diverted from its purpose. 
The necessity of investment and the risk of loss 
are entirely obviated. In short, you are enabled, 
through the medium of a policy of this kind, 
to carry the care which you exercise for your 
daughter during your lifetime, beyond your 
death and to extend it through her lifetime. 

“Tt is safe to say that you could not accom- 
plish the same object in any other way, except 
at considerably greater expense. Suppose that 
you should provide an income of $60 a month, 
or $720 a year, by a 4 per cent yield from 
$18,0co. This is a sum nearly twice as great 
as my company requires, even though you live 
to completely pay up your policy. Besides, 
you sure that the $18,000 investment is going 
to remain intact and without depreciation? 
Executors may die, fail in judgment, or prove 
derelict. Even a husband is not always the 
best curator of his wife’s property. Then, what 
institution will guarantee 4 per cent for an in- 
definite term of years? Your daughter’s pres- 
ent expectation of life is forty-four years, and 
even after you have exhausted your expecta- 
tion, the tables give her twenty-five years. 

“As a matter of fact, Mr. Doe, you can’t do 
it. If you attempt to provide for your daugh- 
ter with a safe and fixed life income, independ- 
ently of a life insurance company, it will cost 
you considerably more than twice as much as 
by the means I am urging upon you. 

“Now let us see what my company has to 
offer you. We will give you a policy of $14,- 
400 on the monthly income plan at a cost of 
$463.80 annually for twenty years, when it will 
be paid up. The contract guarantees the pay- 
ment to your daughter of $60 at your death and 
a like amount every month thereafter as long 
as she lives. Should she die before receiving 
240 instalments, the balance, or their lump sum 
equivalent, will be paid to her heirs. In any 
event the face amount of the policy will be dis- 
bursed. 

“Let me put the proposition in another way. 
In consideration of your paying to the company 
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GEORGE T. WIGHT, Secretary and 
Manager, Association of Life Insurance 
Presidents. 


THOMAS W. BLACKBURN, Secretary 
and Counsel, American Life Conven- 
tion. 

L. SETON LINDSAY, Chairman, and 
A. G. BORDEN, Secretary, Association 
of Life Agency Officers. 

GRAHAM C. WELLS, President, Na- 
tional Association of Life Underwriters. 

J. A. McCAMUS, Secretary, Life Un- 
derwriters Association of Canada. 

W. E. MALLALIEU, General Manager, 
National Board of Fire Underwriters. 
F. R. BELL, President, National Associ- 

ation of Insurance Agents. 

PERCY BUGBEE, Executive Assistant, 
National Fire Protection Association. 
DANA PIERCE, President, Underwriters 

Laboratories. 

E. B. HATCH, Secretary, Western Union. 

H. P. MOORE, Manager, American For- 
eign Insurance Association. 

JOHN MARSHALL, JR., President, 
Board of Fire Underwriters of the 
Pacific. 

W. E. BALDWIN, President, Canadian 
Fire Underwriters Association. 

D. O. STINE, President, Fire Under- 
writers Assn. of the Northwest. 

W. P. YOUNG, Manager, National Auto- 
mobile Underwriters Conference. 

C. M. GODDARD, Secretary, 
England Insurance Exchange. 

F. E. CABOT, Secretary, Boston Board 
of Fire Underwriters. 
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$403, for a maximum period of twenty years 
(you may, of course, pay no more than one 
premium, the company agrees to pay to your 
beneficiary $720 a year for a minimum period 
of twenty years and as much longer as she 
may live. 

“Or, suppose that we look at it in another 
light. You pay to the company a trifle more 
than 3 per cent of $14,400 for twenty years at 
the most, and the company pays to your bene- 
ficiary 5 per cent of the same sum for not less 
than twenty years and possibly for fifty. 

(Here you start to close) 

“It is a splendid investment any way you 
look at it, but that is of less account than the 
absolute certainty of the provision for your 
little girl, whose welfare is of more concern to 
you than anything in life. 

“Mr. Doe, if our strongest trust company 
should say to you: ‘What will you pay us to 
assure your daughter of a comfortable income 
during her lifetime—of a sufficient sum, paid 
regularly and certainly, to guard her against 
any possibility of need or discomfort?’ You 
would reply, ‘Almost anything. The price 
could hardly be too great.’ 

“But that is precisely what our company, 
which is stronger than our strongest trust com- 
pany, does offer to do for you, and it under- 
takes to guarantee this great benefit at a cost 
of not more than $463 a year. When you have 
made the first payment you will be assured that 
should you be cut off the day after, or the next 
week, your child’s material welfare will be 
placed beyond the range of doubt or misfor- 
tune. You can enjoy the comfortable assurance 
that as long as she may live she will receive 
a monthly reminder of her father’s forethought 
and care for her. 

“There is only one other proviso—that you 





shall pass a satisfactory medical examination. 
At any rate 
we may settle that question within the hour. 
With your permission I will telephone to our 
examiner as soon as we have filled out your 


I don’t doubt that you can do so. 


application.” 

You will notice that several features of the 
policy have not been mentioned, but enough has 
been said to sell it in the majority of cases. 
Let the prospect raise other points if he desires. 
T have taken many applications for this kind 
of insurance without reference to the minimum 
payments guaranteed, until the delivery of the 
policy, and then pleased the purchaser by show- 
ing him that he had bought more than he 
realized. 

The arrangement of this canvass is designed 
to promote particular purposes which will be 
pointed out in the discussion of closing. 

We must assume that you will formulate 
well-defined policy presentations for at least 
You will re- 
hearse these until the various features auto- 


the standard forms of contract. 


matically group themselves in their appropriate 
You will study these sections and 
their composite parts, so that you can readily 
decide which of them will bear with greatest 
force on certain persons, and which are best 
calculated to stimulate certain motives as they 
should be stimulated. 


sections. 
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Some Remarks on Group Insurance 


By FrepericK H. EcKER 


Vice-President, Metropolitan Life Insurance Company 


Recently there came to me a study made as 
of January 1, 1924, of the average salaries paid 
by nine representative New York city banks 
to the various classes of employees that con- 
stitute the “rank and file.” Salaries of officers 
and officials were, of course, excluded. It is 
needless to say that these figures bear out the 
fact, quite commonly understood, that such 
salaries are lower than those paid in many me- 
chanical and building trades. 

These facts point to a condition which leads 
the thoughtful bank executive to give earnest 
consideration to any sound, scientific program 
that both helps the bank employee better his 
economic status and tends to increase his value 
to the bank. That group life insurance ap- 
parently serves such a purpose, in the judgment 
of the executives of many important banks, is 
evidenced by the long and steadily growing list 
of banks whose employees are protected by this 
form of insurance coverage. 

A brief description of the group life insur- 
ance plan may be of interest, particularly to 
those of you whose employees are still num- 
bered among the three-quarters, unprotected by 
this form of coverage. A group life insurance 
policy is issued to an employer for the benefit 
of his employees at low cost wholesale rates, 
Such rates 
are warranted on the assumption that men who 


and without physical examination. 


are actively at work represent, as a group, men 
who must be in good physical condition, the low 
rate being further predicated on the reduction 
in expense of handilng business in a wholesale 
way. Employees actively working are insured, 
regardless of age or physical condition. The 
amounts of insurance for the various employees 
are ascertained automatically on the basis of 
a predetermined schedule of benefits agreed 
upon between the employer and the insurance 
company. The minimum amount of group in- 
surance usually issued on an individual life is 
$500, and the maximum is normally $5000, sub- 
ject, however, to increase when large groups 
With banks, a 
popular plan has been a schedule of benefits 


of employees are protected. 


insuring each employee for an amount approxi- 
mately equaling the annual salary, which, in 
effect, guarantees to the worker’s family a 
continuance of his pay check for one year after 
death. A simple automatic master policy or 
contract is issued to the employer, and the in- 
surance company furnishes for delivery to each 
employee an attractive individual certificate 
reciting his privileges and benefits under the 
master contract, and containing the name of the 
beneficiary nominated by the employees. Now 
employees become automatically eligible for 
the group insurance protection without physical 
after a 
period, which is usually either three or six 
months. As to employees leaving service, the 


examination predetermined waiting 


Extracts from a recent address before the New York 
State Bankers Association. 
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group life insurance terminates automatically 
upon termination of employment, but the em- 
ployee has the right (within thirty days after 
termination of employment) to convert his 
group insurance certificate into an individual 
policy of the insurance company of the same 
amount at the prevailing commercial rate for 
his then attained age, and without medical ex- 
amination. 

A particularly popular provision of the group 
life contract is the clause providing that if an 
employee becomes totally and permanently dis- 
abled before reaching age sixty, the amount of 
insurance on his life shall become payable to 
him during his lifetime in monthly instalments. 
For example, a $1000 policy is paid in case of 
such disability in twenty monthly instalments 
of $51.04 each. If the disabled employee dies 
before the full face value of the insurance is 
paid in such instalments, then the unpaid _ bal- 
ance becomes payable in one lump sum to his 
beneficiary. It is noteworthy that for every 
ten death claims paid under group life insur- 
ance, one claim is allowed on account of total 
and permanent disability. 

Group life insurance as thus described, is re- 
stricted by the New York State insurance 
laws to employers having fifty or more em- 
ployees whose lives are to be insured. To banks 
with fewer than fifty employees, however, the 
insurance companies offer a modified employees’ 
insurance program called “Wholesale Insur- 
ance.” 

An especially attractive feature of group life 
insurance is its low wholesale cost. For the 
ordinary banking institution, the premium aver- 
ages less than $12 per year per $1000 of insur- 
ance, or only a few cents per day per insured 
employee under a reasonably. substantial sched- 
ule of benefits. During the early history of 
group life insurance, and up until about two 
vears ago, the usual practice was for the em- 
ployer to pay the entire premium. Within the 
past two years, however, the trend has been 
decidedly toward what is called Co-operative 
Group Insurance,” with employer and employee 
sharing the cost. Probably more than 75 per 
cent of the group life insurance now being 
written is on this co-operative basis. 

The essence of this co-operative plan is that 
the employer, by arrangement with the life 
insurance company, offers his employees an op- 
portunity to secure the insurance at a fixed cost 
to such employees, which cost is often $7.20 
per year per $1000 of insurance, the employer 
paying the balance of the net cost for each 
employee covered. Insurance on this plan be- 
comes effective only when and if 75 per cent of 
the eligible employees signify their desire to 
secure the protection, through authorizing auto- 
matic payroll deductions to cover their share 
of the premium. This co-operative program 
gets away entirely from any suggestion of 
paternalism. It helps the employee help him- 





self. The employer is assured in advance of 
the appreciation of his employees, because, as 
indicated above, the insurance can legally be- 
come effective only when 75 per cent of the 
employees signify their desire to obtain the 


benefits of his group insurance program by 
contributing substantially toward its cost. It 
the mortality experience of the group is favor- 
able, the employer’s share of the premium is 
subject, with the mutual insurance companies, 
to reduction by annual dividends, if and as 
earned. 

Yne of the most interesting employees’ co- 
operative insurance programs in force in Amer- 
ica is that which the F. W. Woolworth Com- 
pany offers to its executives, officials and the 
local manager of its stores, which number more 
than 1400. Through its co-operative insurance 
program the Woolworth Company has helped 
to secure, at a cost of only approximately $40 
per year to each employee, life insurance pro- 
tection in the amount of $10,coo, together with 
total and permanent disability benefits of $345 
per month, payable for thirty months, in event 
of disability before age sixty. The balance of 
the net cost to the employer is moderate. 

In conjunction with group insurance plans, 
some insurance companies offer to employers 
and employees, without additional cost beyond 
the stated premium, various service programs. 

Many of you have probably seen and heard 
extravagant statements regarding the advan- 
tages of group insurance. It will not do all 
that has been claimed for it. It is not, of 
course, a panacea for all organization ills. It 
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INDUSTRIAL INSURANCE SECTION 
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is a sound, economic step in the right direction. 
It has met successfully the acid test of experi- 
ence, for the general consensus of opinion of 
those who have tried it is that group insurance 
does tie up a man’s work interest to his home 
interest; that it does make for a more loyal 
and more co-operative body of employees; that 
it does tend to reduce labor turnover; that it 
does improve the economic status of the em- 
ployee; that it does bring more adequate pro- 
tection, not only to the homes of that large 
majority of workers who are under-insured, 
but also to that every seventh man who, be- 
cause of age or physical impairment, is unable 
to secure other life insurance protection at any 
cost. Many a busy executive, whose interest 
in his employees impelled him to consider group 
insurance, looks back to the date of its adop- 
tion in his business with a satisfaction born of 
a consciousness of personal service rendered 
alike to his institution and to his co-workers. 
lor those of us, whether bankers or merchants, 
manufacturers or railroad men, who seek to 
strengthen our business situation, it is con- 
lidently asserted that group life insurance, as 
surely as any device which has yet been de- 
veloped, will serve to enhance the value on the 
asset side of the human factor in the balance 


sheet. 


—A bulletin of large proportions has gone out to 
all the field men of the Lincoln Natienal Life of Fort 
Wayne, Ind., advising them to talk thrift and savings 
this month rather than political tickets and the summer 
slump. Such a diligent attitude will take the pain 
out of campaign year, they are told, 
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Life Insurance Fables 

The Fables by William Alexander that are 
appearing in Tue Spectator have been gath- 
ered together, and two books have been pre- 
pared embracing such fables. One just pub- 
lished is entitled “Life Insurance Fables for the 
Man in the Street,’ and the other is entitled 
“Insurance Fables for Life Underwriters.” The 
former is printed in inexpensive form in order 
that insurance companies and agents may order 
a supply for distribution among their clients. 
The other is designed for the instruction of 
agents and, although many of the fables will 
teach valuable lessons to those who need insur- 
ance, the primary object is to teach life un- 
derwriters how to canvass, and how to avoid 
the blunders that retard the progress of incom- 
petent agents. 

The price of single copies for the book for 
laymen is 50 cents, but supplies of the book can 
be ordered at reduced rates. 

One dollar is the price for single copies of 
the Insurance l‘ables for Life Underwriters. 

Southwestern Life Agents to Meet in 

October 

DALLAS, TEx., June 30.—The annual conven- 
tion of the agents of the Southwestern Life In- 
surance Company of Dallas, Tex., will be held 
in Austin, October 30 to November 1, it has 
been announced. The Southwestern has over 
250 agents in Texas who are expected to at- 
tend. 

Walter Stahely, Austin agent of the com- 
pany, is co-operating in that city. 











THE GLOBE MUTUAL LIFE 
INSURANCE COMPANY 


HARPER’S LIFE INSURANCE LIBRARY 





Life Underwriting as a Career—By Edward A. Woods 
President Edward A. Woods Co., General Agents, Equitable 
Life Insurance Co.; Ex-president National Association of 
Life Underwriters. $2.35 





OF CHICAGO, ILLINOIS 








PROGRESS OF THE GLOBE FOR 1923 


GAIN IN INSURANCE IN FORCE. .83 PER CENT. 
GAIN IN INTEREST..............31 PER CENT. 
GAIN IN INCOME................26 PER CENT. 
GAIN IN ASSETS.................23 PER CENT. 
AVERAGE GAIN IN ALL ITEMS.. .41 PER CENT. 


This is away above the average of all Life Insurance 
Companies in the United States Combined. 





CLAIMS PAID BY RADIO—TELEGRAPH—AND 
SPECIAL DELIVERY. 


T. F. BARRY, President, 
Gen’! Mngr. and Founder. 


Analyzing Life Situations for Insurance Needs—By 


The Psychology of Selling Life Insurance—By Dr. E. K. 


Selling Life Insurance—By Dr. John A. Stevenson, Second 


Meeting Objections—By Dr. John A. Stevenson. Price, 


House of Protection—By Griffin M. Lovelace. Price, $1.60 


Griffin M. Lovelace, Director, Life Insurance Training Course, 
New York University. Price, $2.40 Delivered. 


Strong, Jr., School of Life Insurance Salesmanship, Carnegie 
Institute of Technology. Price, $4.25 Delivered. 


Vice-Pres*ent, Equitable Life Assurance Society; Formerly 
Director £ :hool of Life Insurance Salesmanship. Price, 
$3.75 Delivered. 


$1.60 Delivered. 


Delivered. 








SENO FOR NEW HARPER BOOK 


CONSTRUCTIVE SALESMANSHIP 
By Dr. John A. Stevenson 

“Keen as the edge of a sharp knife. It goes straight to 
the heart of things and places before the salesman the very 
life principle of his business. One would like to quote freely 
from this most fascinating book, but the best way for the 
reader is to buy the book. He will read it as if it were a 
‘best seller’ as it may well become.’’—IJnsurance. 

PRICE $3.00 
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THE SPECTATOR COMPANY 
NEW YORK 
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unlimited production. 


rights. 





Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an 
Contract as good as the {best, with exclusive 
Confidential communication invited from those 


with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THE SPECTATOR 








PRAISE RECORD OF FIDELITY MUTUAL 
LIFE 
Examiners’ Report Shows That Admitted 
Assets Doubled in Ten Years 

The Insurance Department of Pennsylvania 
has just completed the regular triennial 
examination of the condition and affairs of the 
Fidelity Mutual Life Insurance Company, Phila- 
delphia, Pa. After an exhaustive presentation 
of facts and figures covering every phase of the 
company’s operations, the examiners concluded 
the report from which the following general 
extracts are made: 

In reviewing the record of the Fidelity 
Mutual Life Insurance Company we have been 
much impressed by its steady and consistent 
growth and progress during the past quarter 
century. This has been particularly marked in 
the ten-year period just closed, which covers the 
tenure of the present management. During 1923, 
the new paid business showed an increase of 
244 per cent over that of 1913, while the in- 
come in 1923 was more than double the amount 
realized in 1913. The admitted assets also 
were doubled in the ten-year period, while the 
msurance in force at the end of 1923 was 
double that on the company’s books at the 
close of 1913. 

It should also be noted that during this ten- 





A Company with Friends 
Everywhere 


The agent who is selling insurance in 
this Company, which for seventy-three 
years has been rendering unexcelled 
service, does not work alone. Wherever 
he may be, he finds enthusiastic friends 
ready to help him by testifying that there 
is no better company in the land than the 
old Massachusetts Mutual. Its enviable 
record for service and the low net cost of 
the protection furnished make a combina- 
tion that assures success to any real 
worker in the field. 


JOSEPH C. BEHAN, 
Superintendent of Agencies 


Massachusetts Mutual 
Life Insurance Company 
Springfield, Massachusetts 


Incorporated 1851 














year period, the Fidelity has qualified as a full 
level net premium reserve company, thus plac- 
ing its business on the highest standard possible. 
The mortality rate has been greatly reduced, 
the interest earnings increased, and although 
substantial appropriations have been made from 
surplus funds to bring the old business up to 
the new reserve basis, a course much to be 
commended, the company made marked gains in 
free surplus and has increased its dividend 
scale every year during the last four years. 
The interest rate allowed this year on funds 
left with the company at maturity is 4.8 per 
cent. 





George Lackey May Preside at Life 
Underwriters Convention 

OKLAKOoMA City, OKLA., June 30.—In a re- 
cent message, George Lackey, general agent for 
the Massachusetts Mutual in Oklahoma, and 
vice-president of the National Association of 
Life Underwriters, was advised that he will be 
expected to preside at the national convention 
at Los Angeles, July 22, 23 and 24. The mes- 
sage announced the illness of the president, 
which occasions the change in the prospective 
presiding officer. Mr. and Mrs. Lackey, and 
C. L. Sykes, general agent for the Mutual Bene- 
fit, will join the special from New York, at 
Newton, Kansas, and proceed wth the delegates 
to Los Angeles. 

Among the other Oklahoma delegates will 
be: C. C. Day, general agent for the Pacific 
Mutual, and president of the Oklahoma Asso- 
Fred J. Nelson 
Henry 


ciation of Life Underwriters; 
of the Acacia Mutual at Guthrie: J. 
Johnson, general agent of the National Life of 
Vermont; E. Guy Owens, general agent of the 
Mutual Life; 
agent of the Central States: C. F. Lindsey of 
the Pacific Mutual; E. C. Hill of the Mutual 
Life: Joe Driscoll, Mutual Life: Lee White 
of Okmulgee, Mutual Life; J. G. Read, State 
Peck of 


Marmaduke Corbyn, general 


Insurance Commissioner: ©. K. 
Okmulgee, Mutual Life: A. L. 
City, Mutual Life, and L. N. Morrisett of the 


Central States Life Insurance Company. 


Stapp of Ponca 


Commissioner T. M. Henry Cleared on 
Every Point 
The charges brought against Commissioner 
of Insurance T. M. Henry of Mississippi were 
dismissed when Chancellor Stricker at Jackson 
found every point in his favor in the suit which 
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former State Revenue Agent Stokes V. Robert- 
son instigated a year and a half ago. The 
plaintiff charged that Commissioner Henry owed 
the State about $15,000, but this was quickly 
repudiated and it was proved by George H. 
3utler, attorney for Henry, 
that the Commissioner owed the State nothing 
except $73.79, which he admitted he was in 
error in deducting. 


Commissioner 


Canadian Life Underwriters to Meet in 
August 

The annual convention of the Life Under- 
writers Association of Canada is to be held at 
the Fort Garry Hotel, Winnipeg, on August 
20, 21 and 22. 

One of the features of the convention will 
be an address by Darby A. Day of Chicago 
on The Simplicity of Success. Darby A. Day’s 
agency vies with that of Edward A. Woods of 
Pittsburgh for the position of largest agency 
on the North American continent, and Mr. 
Day will be quite at home in speaking on the 
subject of success. 

Professor Swanson of Saskatchewan Uni- 
versity will give an address on Life Underwrit- 
ing as a Profession. 

Among other speakers are: C. C. Ferguson, 
Geo. H. Harris, Wm. May, Jr., R. Dunbar and 
others. 

The Eastern delegates are planning to take 
the regular trip from Sarnia to Fort William 
and thence to Winnipeg by rail. Reservations 
have been made and those wishing to secure 
accommodation should get in touch with the 
head office of the association at 26 Adelaide 
street, West, Toronto. 


Virginia Commissioner Withdraws License 
Cancellation Order 

RicuMonp, Va., June 30.—Hon. Joseph But- 
ton, Insurance Commissioner of Virginia, has 
rescinded his order canceling the licenses of 
C. R. Stryon and Wm. E. Lankford, agents at 
Lynchburg, Va., for the Bankers Life of Iowa. 
Messrs. Lankford and Stryon were charged 
with rebating, having accepted premium notes 
and credited the notes with 15 per cent commis- 
sions on business written from leads furnished 
Sutton ad- 
them, and = sus- 


by the makers of the notes. Col. 
ministered a reprimand to 
pended their licenses for ten days, allowing 
them to resume representation of the Bankers 
Life, with the express understanding that they 
would not again be guilty of this practice. 


Union Life to Hold Convention 

The summer convention of agents, who rep- 
resent the Union Life Insurance Co. of Rogers, 
Ark., is to be held at Rogers, on July 10 and 
11. An elaborate program has been prepared. 
President J. W. 
Walker, Insurance Commissioner B. T. Bullion 
of Arkansas, R. M. Malpas of Des Moines, C. 
M. Cartwright of Chicago. Other honorary 
G. Laird of Chicago, W. C. 
Johnson of St. Louis. 


Among the speakers will be: 


guests will be: F. 
In addition to the busi- 
ness sessions there will be a banquet at Green 


Valley. 
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MEN WHO THINK 


they are built for speed and endurance 
and can qualify for general or state agency 
work, will find it to their advantage to 
communicate with 


THE LIBERTY LIFE 
INSURANCE COMPANY 


Liberty Life Building, 
Topeka, Kansas. 




















SOUTHLAND 
LIFE INSURANCE 
COMPANY 


DALLAS, TEXAS 
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Over $80,000,000.00 


HARRY L. SEAY, President 


CLARENCE EB. LINZ, 
Vice President & Treas. 


P. N. THEVENET, 
Vice President & Sec. 


PAUL V. MONTGOMERY, 
Vice President & Actuary 
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Wilmer L. Moore, President Robert F. Moore, Secretary 


TEXAS -~— TENNESSEE 
WANTED GENERAL AGENTS. We are prepared to give 
attractive general agents’ contracts in the above States to 
men of experience, proven success, character and some financial 
worth, possessing executive ability and energized initiative. 


Wilfred S. McLeod, Agency Manager. 


The Southern States Life Insurance Company 
Atlanta, Ga. 





THE MORAL HAZARD 
By William Vlachos 
The most menacing factor in fire insurance is bad 
moral hazard. It has been well said that 


‘‘The rate is based on the physical hazard; the 
moral hazard is insured without remuneration”’ 
In an absorbingly interesting booklet entitled ‘The 
Moral Hazard,” William Vlachos, an insurance in- 
spector of long and varied experience, describes some 
of his most instructive inspections, each one of which 
illustrates pointedly a phase of moral hazard. 


ANY ONE OF THESE STORIES MAY SAVE A'LOSS. 


Special Agents, Inspectors, Adjusters, Underwriters and 
local Agents can read this book with 
PROFIT TO THEIR COMPANIES 


PRICE: In lots of 100 or more, $40 per 100. 


THE SPECTATOR COMPANY 
CHICAGO Selling Agents NEW YORK 

















We have something to offer in the way 
of a general agency that is very attractive 
to find with an old, conservative life com- 
pany. It will pay anyone interested to in- 


vestigate. All communications confidential. 


Address Box 54, THE SPECTATOR, 
135 William Street, New York. 
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WESTERN UNION LIFE 


Licensed in Connecticut, Califor- 


nia, 


eee | 
PEER I 




















HOME OFFICE—SPOKANE, WASHINGTON 


) Iowa, Idaho, Kansas, Minnesota, 
Missouri, Montana, Nevada, New 
Jersey, North Dakota, Ohio, Ore- 
gon, Pennsylvania, South Dakota» 
Utah, Washington, Wyoming and 
New York. 


Colorado, Indiana, Illinois, 


TRUE UNCAPHER 
Vice-Pres. and Gen. Mer. 








JAMES A. BEHA IN OFFICE 





Became New York Insurance Super- 
intendent on July 1 


F. R. STODDARD, JR., TO RESUME LAW 
PRACTICE 





Retiring Department Head Honored by 
Associates—List of Appointments 
Confirmed 
On July 1, James A. Beha took office as the 
new Superintendent of Insurance of New York. 
Mr. Beha needs no introduction to readers of 
THE SPECTATOR as, in its issue of April 10, this 
journal contained an account of Mr. Beha’s 
activities and connections prior to his appoint- 
ment by Governor Smith. Other insurance 
newspapers at that time printed similar articles. 
Mr. Beha’s long training as a lawyer and his 
experience with insurance law will undoubtedly 
stand him in good stead when attacking the 
problems he is certain to encounter in the dis- 
charge of his new duties. Although the only 
qualities demanded of him by Governor Smith 
during a conference regarding his fitness for 
the post were those of “humanity,” “kindness” 
and “common sense,” Mr. Beha is fortunate in 
having a host of friends in the insurance busi- 
ness and elsewhere who will gladly give him 
their assistance should he request it. The new 
oficial’s main attributes are deliberate thought, 
a careful weighing of arguments, and an eager- 
ness to grasp the other man’s point of view. He 
has no use for what he himself calls “little men 

in big places.” 

As successor to Francis R. Stoddard, Mie 
Mr. Beha has a worthy example to live up to. 
During Mr. Stoddard’s nine-year connection 
with the New York Insurance Department, six 
as deputy superintendent and three as superin- 
tendent, he won the esteem of all those with 
whom he came in contact. His fairness and 
Impartiality impressed both companies and 
agents and the admiration of his colleagues in 
the department was openly shown on Monday 
of this week when his staff presented him with 


an engraved gold watch and the members of 
the New York liquidation bureau gave him one 
of the most modern radio sets obtainable. 
Mr. Stoddard retires to again take up the 
practice of the law in the firm of Greene & 
Hurd, 43 Exchange place, New York city, with 
whom he was formerly associated. Mr. Stod- 
dard has been a member of the bar for twenty 
years, has served as special deputy attorney 
general of the State and has been in the legis- 
lature for three years. It is understood that 
he declined many flattering offers from insur- 
ance companies in order to be free to follow 
his profession as a trial lawyer. While chair- 
man of the executive committee of the National 
Convention of Insurance Commissioners, he 
was identified with many important movements 
in insurance affairs and himself sponsored sev- 
eral bills tending to improve the service to the 
public. Among his most notable insurance 
achievements is the promulgation of the casu- 
alty acquisition cost rules in New York. 
Insurance Superintendent Beha has already 
given an inkling of his foresight by appointing 
Henry D. Appleton as first deputy. Mr. Apple- 
ton has served the department long and faith- 
fully and this added recognition of his worth 
Among Mr. Beha’s other ap- 
Gordon as 


is well deserved. 
pointments are those of Daniel F. 
second deputy, John A. Stevens as counsel and 
William H. Galentine as special counsel. Mr. 
Galentine has been with the liquidation bureau 
of the New York department for five years 
and recently resigned but was appointed to his 
present position in order that the Insurance 
Superintendent might not be deprived of his 
services. 


Leaves for Company Convention 

St. Louis, Mo., June 30—John J. Kelly, 
general agent for the State Mutual Life As- 
surance Company of Worcester, Mass., in St. 
Louis, accompanied by M. T. McCormick, as- 
sistant manager, and Charles F. Ernst, Eugene 
Reilly, C. U. Hughes and C. E. Espenschied, 
agents, will visit the home offices to attend the 
joint meeting of the General Agents Associa- 
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tion and the Agents Club, beginning June 30 
and continuing through July 12. The St. 
Louis agency has been going very good this 
year, its production being in advance of that 
of 1923 for the same period. 


Union Insurance Company Bought by Offi- 
cers of Fidelity Health and Accident 

The three chief officers of the Fidelity Health 
and Accident, E. C. Bowlby, president; E. C. 
Edmunds, vice-president, and A. R. Arford, 
secretary-treasurer, have purchased the Union 
Insurance Company of Wichita, Kans., a stock 
company chartered to do a life business, but 
doing chiefly accident and health business. The 
company has been reorganized, with Mr. 
Bowlby as president, Mr. Edmunds as vice- 
president and treasurer, and Mr. Arford as 
secretary. It is expected that the new officers 
will effect the expansion of the heretofore 
dormant life department. 


The Meeting of the American Institute of 
Actuaries — 

A regrettable error occurred in the tele- 
graphed account in THE SpecraTor of the open- 
ing session of the recent meeting of the 
American Institute of Actuaries, it having been 
stated that Adolph Kattel presided at the begin- 
ning of the meeting, whereas President Law- 
rence M. Cathles presided at all of the sessions. 


Metropolitan Life Appoints James M. 
Campbell 

James M. Campbell has been appointed assist- 
ant manager of the Group Division of the 
Metropolitan Life Insurance Company. Mr. 
Campbell has had excellent experience in this 
line before, both in agency work and in the 
group clerical work. 


Joins John Hancock Medical Staff 
Boston, Mass., June 27.—Medical Director 
Allen, of the John Hancock Mutual Life In- 
surance Company of Boston, announces the 
appointment of Dr. Alvord G. Nichols to the 
home office medical staff. 
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WANTED 


Managers for These Important Districts 
KANSAS, EASTERN MISSOURI 


Guaranteed low cost policies. As good as we can make them. 


Any one of the above is an absolutely first class opportunity. 
Tf your record is clean and you can furnish evidence of your 
Ability as a Personal Producer, your application will be con- 


sidered. 
Address S. W. GOSS, Vice-President 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 
The Rookery, Chicago 


SALARY AND COMMISSION 


offered to capable man to organize an im- 
portant open territory, comprising five coun- 
ties in Pennsylvania. Address 


W. E. Napier, Secretary 


SCRANTON LIFE INSURANCE CO. 
Scranton, Penna. 














EXCELLENT OPPORTUNITY 
for Reliable, Energetic men to represent us in the states 
of Illinois and Missouri with direct Home Office contracts 
Liberal policies. 
CAPITOL LIFE INSURANCE COMPANY 


OF COLORADO 
Clarence J. Daly, President DENVER, COLORADO 
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UNITED STATES BRANCH 
110 William Street, New York 


\ Horatio N. Kelsey, Manager 























“WHAT YOU ARE 
GOING TO SELL” 


This booklet written by W. R. Letcher 
STARTS THE NEW AGENT RIGHT 
AND 
SAVES THE GENERAL AGENT’S TIME AND 
ENERGY 
It presents in clear, understandable language 


JUST THE INFORMATION THE NEW AGENT NEEDS 
and prepares him for 


FIELD WORK AND MORE ADVANCED STUDY 


PRICES: 
Sample copy 50 cents 
ES ee $5.00 100 Copies...... $25.00 
Be ASOIIES.... «05... 4's 9.00 500 Copies...... 100.00 
50 Copies. .......5. 15.00 1000 Copies...... 175.00 
THE SPECTATOR COMPANY 


CHICAGO NEW YORK 




















WE WANT AGENTS 


to push our five-point-nine policies. 
Excellent territory. Iowa, Minne= 
sota, Missouri, Nebraska and South 
Dakota. Liberal contracts for men of 
good reputation. 


“THE COMPANY OF CO-OPERATION” 


THE DES MOINES LIFE & ANNUITY CO. 


Address J. J. SHAMBAUGH, President 
Home Office—Register Tribune Bldg.—Des Moines, lowa 














‘‘Keep Southern Money at Home’’ . 


YOUNG MAN: If you are already successful but looking for 
ee opportunities, Investigate the Field, Policy Contracts, 
and Commissions of ‘‘The Best Company In Dixie’ and We 
Will Grow Together. 


E. C. HINDS, President 


6n States 


LIFE INSURANCE CO-memenis) 











Insurance Record, 1923 


New Insurance ... . $ 96,148,025 
Insurancein Force .. . . 719,421,634 
Increase of $58,623,876 which is 
61% of the New Business 


New England Mutual Life Insurance Co. 
BOSTON, MASSACHUSETTS 


























REACHING HIS “SOFT SPOT’ 


FOR HIS CHILDREN FOR HIMSELF 
Dad’s “‘soft spot” is his boy and his Wanted agents in Ohio, West Vir- 
girl. His one big ambition is their ginia, Michigan, Indiana, Kentucky, 
education, their start in life and in Texas and Oklahoma. 
business. For our — aida 
Any Dad of a child from 2 to 14 A 

: = . oe ag ACCIDENT AND HEALTH 

years of age will be tremendously in POLICIES 


terested in the new ‘‘Child’s Endow- S : - 
ment Policies” of the Ohio State For business and professional men. 
Complete Coverage. 


Life 

: ‘ : , Non-Cancellable Term. 
The Ohio State life A service now $1,000 to $10,000 Specific Loss. 
ranges from ages 2 to 65 years, cov- $1.00 to $50.00 Weekly Indemnity. 
ering the family group with few Moderate Premiums and Liberal 


exceptions. Commissions. 
Our agency contracts on the partner- Accrued indemnity payable every 
ship basis will interest you. 30 days during disability. 


Our O. S.-Li.-Co. Automobile Policy is a great door-opener. 


THE OHIO STATE LIFE INSURANCE CO. 
John M. Sarver, President COLUMBUS, OHIO 
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JUST PUBLISHED 


THE ESSENCE OF 
LIFE INSURANCE 


By William Breiby, F.A.S. 


of Fackler, Fackler and Breiby, Con- 
sulting Actuaries, of New York City, 
one of the oldest and best known 
actuarial firms in the United States. 





Basic Principles Clearly Explained. 
Only a Knowledge of Simple Arith- 
metic is Needed to Understand 
Demonstrations. 





This Valuable New Book Contains 
Definitions of Commonly Used 
Words and Phrases, and Chapters 
Devoted to 


THE FUNCTIONS OF LIFE INSUR- 
ANCE AND HOW PROVIDED; 
KINDS OF LIFE INSURANCE POLI- 
CIES; BASIC PRINCIPLES; CALCU- 
LATION OF NET PREMIUMS AND 
RESERVES; PRACTICAL OPERAT- 
ING FUNCTIONS; LEGAL RESER- 
VES OTHER THAN FULL NET 
PREMIUM RESERVES; LIFE IN- 
SURANCE POLICIES; ADDITIONAL 
BENEFITS; OTHER EXTENSIONS 
OF SERVICES; COMMENTS ON 
CERTAIN FEATURES OF THE BUSI- 
NESS; MORTALITY TABLES AND 
FUNCTIONS DERIVED THERE- 
FROM; HINTS TO AGENTS. ALSO 
NUMEROUS TABLES. 


PRICE, in Cloth Binding $3. 


Discounts on quantity orders 


THE SPECTATOR COMPANY 


Publishers 


CHICAGO NEW YORK 
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AGENTS OPPOSE LICENSE 


REQUIREMENTS 
Real Estate Offices May Be Affected by 
Ruling 


INDIANAPOLIS, INp., June 28.—Insurance 
agents of Terre Haute, Ind., are mobilizing to 
fight a proposed ordinance in the city council 
there which would require the insurance offices 
to take out a special license. At a recent meet- 
ing of agents resolutions were passed opposing 
the ordinance. The passage of the ordinance 
would mean the payment of a fee of $250 for 
an insurance office which is combined with a 
real estate office and $10 for each clerk or 
solicitor. A fee of $125 would be required 
from an insurance office alone, with $10 for 
each office member. A bond of $1000 would 
have to be provided. The penalty for not meet- 
ing these obligations would be a fine of $500, 
to which might be added thirty days in jail. 
The purpose of the ordinance, says L. H. 
Vaughan, its author, is to protert the public 
against fraudulent insurance companies, 
illegitimate salesmen and _ solicitors. Mr. 
Vaughan is manager of the insurance depart- 
ment of the Citizens Trust Company of Terre 
Haute. 


Traffic Safety Plans 
(Concluded from page 17) 


conference of the committee, to be held on 
August 29. 

Col. A. B. Barber, of the United States 
Chamber of Commerce, opened the conference 
by outlining the various committees which have 
been formed and telling of their work and the 
things that are expected of the insurance com- 
mittee. He emphasized that the purpose of 
the conference is to promote traffic safety, and 
warned against the various committees being 
led away from that primary purpose by the in- 
jection of extraneous subjects. 

Prof. S. S. Huebner, of the University of 
Pennsylvania, chairman of the committee, then 
called for a round-table discussion of the sub- 
ject with a view to bringing out the ideas of 
the committee as to the problems to be studied. 
Each member of the committee was called 
upon, in turn, to present his views, with the re- 
sult that it was brought out that three or four 
major questions are involved in the committee’s 
work. Those questions are the compilation of 
statistics, a study of the various State laws, the 
titling of automobiles and the co-ordination of 
the educational work now being conducted by 
insurance companies and other agencies. 

The gathering of statistics was considered by 
far the most important primary move. Mem- 
bers of the committee pointed out that the in- 
surance companies for some years have been 
keeping statistical records of automobile acci- 
dents, especially the casualty companies, and 
that these statistics could be studied to good 
advantage. If the causes of accidents can be 
classified, it was declared, the committee would 
know what line of attack to pursue. 

At the present time, automobile accidents 
form a large part of the losses of insurance 
companies. Life companies report that they 
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form from 2.8 to 11 per cent of the total death 
claims, with aggregate payments of from $300,- 
000 to $1,000,000 and more a year for each 
company. Casualty companies find that losses 
from theft are practically equal to those aris- 
ing from collision. 

It was urged that a study be made of State 
laws with a view to securing some uniformity 
throughout the country. 

The discussion of laws brought up for con- 
sideration the recent attempts to secure laws 
in some State providing for compulsory insur- 
ance by automobile owners or operators. The 
meeting was warned that compulsory insurance 
would eventually result in a drive for State 
or Government insurance, while it also tended 
to promote carelessness, since a driver would 
feel that his insurance would safeguard him 
against punishment for accidents. It was 
brought out, incidentally, that since the pre- 
mium rate is dependent upon the loss rate a 
diminution of accidents would eventually result 
in lower automobile insurance rates, so that the 
public has a direct and pecuniary interest in 
reducing accidents. 


American Life Convention Gets New 
Members 
T. W. Blackburn, secretary and counsel of 
the American Life Convention, announces that 
the Security Life and Trust Company of 
Winston-Salem, N. C., and the Equitable Life 
Insurance Company of Washington, D. C.,, 
have recently been admitted to membership. 





HERE: 
YOVR CHANCE 





FE! Paso is rated as one of the fastest growing 
cities in the great Southwest—not a boom 
town, but a city with a healthful and sub- 
stantial development. 

We are one of the most prosperous old line 
insurance companies in the West; we have 
more than $125,000,000 of insurance in force. 
We want a man to head this general agency. 
He must have a record of personal production, 
large earning capacity, financial responsi- 
bility, high social position and be able to 
organize man power. 

With such a man we will work to the limit 
to find business and close it, for our company 
is strong in finances and liberal in policies. 
This is YOUR chance, and if you can qualify 
we will give you a contract direct with the 
home office, a liberal first year commission, 
a renewal commission, a collection fee, an 
office allowance and a business-development 
allowance. 





Write us! See if you can make it! Address 
EL PASO, care of THE Spectator. 

Norte: We also have an unusually attractive, 
special contract for good salesmen whose 
experience is limited. 
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OPPORTUNITY 


The progressive methods and spirit of 
co-operation between the Home Office and 
agents in the field offer a real opportunity 
for the agent. 


25 Millions of Assets 
178 Millions of Insurance in Force 
When you consider this to have been 
accomplished over a period of only 15 years, 
you must realize what an opportunity is 
offered for future growth with this company. 


Prompt Service on Standard 
and Sub-Standard Business 


International Life Insurance Co. 
ST. LOUIS, MISSOURI 
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' Mize Men Wanted 


a the largest life insurance company in the Middle West 
writing both Industrial and Ordinary. 

Only four other life insurance companies in the United States 
have more policyholders than the Western and Southern. 
Now in its 37th year, it is entering a new era of growth and 
offers excellent opportunities at this time to capable insurance 
men, especially those with Industrial insurance experience. 


The Western and Southern Life Insurance Co. 
CINCINNATI, OHIO 








W. A. JOHNSON, Pres. J. A. WALKER, Sec’y and Treas 


Missouri Insurance Company 
ST. LOUIS, MISSOURI 


CAPITAL FULLY PAID $150,000.00 


Admitted Assets December 31, 1922 $486,382.00 
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THE CHILD’S 20-PAY LIFE OPTIONAL ENDOWMENT 
POLICY OF THE 


GREAT REPUBLIC LIFE INSURANCE COMPANY 


Protects both the child and its parents and includes waiver of 
premium in event of permanent total disability of the father, 
who is the beneficiary. Agents are enthusiastic over its won- 
;  derful selling features. If you are interested, write for copy 
of ‘‘Making Dreams of Your Children’s Future Come True,” 
and our attractive proposition to agents. 


J. R. RAILEY, Manager, E. L. BLACK, State Manager, 
Southwestern Department, P. O. Box 299, 
401-2 Mercantile Bank Bldg. Newport, Arkansas 
Dallas, Texas. 


W. H. SAVAGE, Vice-President, Los Angeles, California. 




















A GROUP OF 


Life Insurance Leaflets 


The Spectator Company offers for sale to the life 
insurance community the following attractive and 
compelling leaflets. Each one is full of emphatic 
arguments on the benefits of life insurance and makes 
direct appeal to both men and women in all walks 
in life. These leaflets are sure producers of good 
business results. 

Prices at which the leaflets can be supplied: 
Robbing Yourself. 

Showing the Advantages of Saving vs. Wasting. 
Per 1,000, $20; per 500, $12; per 100, $3. 
Take Notice. 
Emphasizing the importance of paying premiums 
promptly. 
Per 1,000, $20; per 500, $12; per 100, $3. 
The Unexpected Always Happens. 
It is like reading news from the seat of war to read 
the list of victims of sudden death and accident. 
This leaflet can be used to advantage by agents 
of both life and accident insurance companies. 
Per 1,000, $20; per 500, $12; per 100, $3. 
Are You a Woman? 
If so what do you do with your money? 
Per 1,000, $20; per 500, $12; per 100, $3. 
Too Busy. 
An effective reply to the claim often made of 
being too busy to consider life insurance. 
Per 1,000, $20; per 500, $12; per 100, $4. 
Caution to Policyholders. 
A strong and lucid argument for keeping policies 
in force. 
Per 1,000, $20; per 500, $12; per 100, $3. 
Up Against It. 
Forcibly illustrating the misfortunes of many 
former well-to-do capitalists and business men. 
Per 1,000, $10; per 500, $7; per 100, $2. 
It Helps You Along. 
A strong appeal to the uninsured and the under 
insured. 
Per 1,000, $15; per 500, $10; per 100, $2.50. 
What Holds You? 
Sets forth the advantages of life insurance agency 
work as a career for young men. 
Per 1,000, $15; per 500, $10; per 100, $2.50. 
A Legacy For You. 
Unique life insurance leaflet in which Limited 
payment endowment and income insurance are 
presented in a novel way. Fine business getter, 
Per 1,000. $20; per 500, $12; per 100, $3. 

On leaflets selling at $20 per thousand, the inscrip- 
tion of company or general agent will be printed 
without extra charge. On leaflets selling at less than 
$20 per thousand $5 extra will be charged for inscrip- 
tion. Sample copies of any or ail these leaflets will 
be sent on receipt of ten cents each. 

Mail 90 cents and sample copies of the whole 
series (10 leaflets) will be sent to you. 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
Insurance Exchange NEW YORK 
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AUTOMOBILE 
Where the insured in good faith purchased 
an automobile, repaired it and furnished new 
tires, the insured was warranted in believ- 
ing that he was the sole owner within the 
requirement of the policy as to sole owner- 


ship. Costs, furnishings and repairs are 
elements of value to be taken into considera- 
tion in appraising an automobile at time of 
theft. 

The plaintiff purchased in good faith a sec- 
ond-hand seven-passenger Buick automobile on 
November 1, 1919, for $750. He spent for re- 
pairs on the car and for furnishing it with new 
tires about $400. From June, 1920, the defend- 
ant company insured it for one year against 
theft, and on the expiratton of the policy it 
was insured again for another year. On Decem- 
ber 15, 1921, the car was stolen. The plaintiff 
demanded payment of his loss from the defend- 
ant, which was refused. The defendant set up 
as a defense that the plaintiff was not the law- 
ful owner of the car; that the car was the prop- 
erty of one Louis F. Friend, who had insured 
the car in the Northern Assurance Company 
against loss by theft; that the car was stolen 
from Friend and that the Northern Assurance 
Company paid Friend his loss under the policy, 
and, therefore, by virtue of the policy clause 
the said Northern Assurance Company became 
the lawful owner of the automobile. The jury 
rendered a verdict for the plaintiff and judg- 
ment was entered thereon, from which judg- 
ment defendant appeals. The defendant claimed 
that, by virtue of the theft and payment of 
the insurance, the Northern Assurance Com- 
pany became the lawful owner of the stolen 
automobile andthe only one who had any in- 
The defendant also 
alleged the clause in the policy which provides 


surable interest therein. 
that the entire policy shall be void, “if the in- 
terest of the assured in the subject of this in- 
surance be other than unconditional and sole 
surable interest therein. The defendant also 
plaintiff had no insurable interest in the auto- 
mobile as he was not the unconditional and sole 
owner thereof. 

Held, that the plantiff was warranted in be- 
lieving that he had the sole ownership of the 
car. Upon the evidence the plaintiff had un- 
disturbed possession of the car for two years 
prior to the trial, and even on trial no one 
came forward to claim an ownership interest 
in the automobile. 

The defendant also claims that judgment 
should be reversed in that there was no evi- 
dence before the jury as to the value of plain- 
tiff’s car at the time of the theft. There was 
proof, however, that plaintiff paid $750 for the 
car and subsequently expended about $400 more 
on the car for repairs and tires. The cost of 
the car, furnishings and repairs are elements 
of value to be considered by the jury. Judg- 
ment for the plaintiff affirmed. 


Savarese v. Hartford Fire Insurance Co., 
Court of Errors and Appeals of New Jersey 


> 


(1924), 123 Atlantic Reporter, 763. 


Plaintiff brought an action on a policy of 
automobile insurance against loss by theft 
and fire, and asked for judgment for $1700, 
the face of his policy. 

The original policy for $1500 was issued on 
February 25, 1921, on Oldsmobile touring car 
1920 model, motor No. 33332. Afterwards by 
attached rider the former policy was canceled 
and insurance in the sum of $1700 was written 
on insured’s “new” automobile described as 
Oldsmobile Motor No. 33332, type of body, 
number of cylinders, eight, year’s 
model, 1920. The defense was false repre- 
sentations constitutiong breach of warranties, 


touring, 


as follows: 

First, that said automobile was not mort- 
second, that the 
motor number was given as 33332, when insured 
knew that such was not correct; third, that the 
automobile was purchased new in March, 1920, 


gaged, when in fact it was; 


from the Oldsmobile Motor Co., when in fact 
he had purchased the same second-hand from 
an individual in February, 1920, and fourth, 
that the insured had paid $2300 therefor, when 
It was 
proved that the written application dated Feb- 


in fact he had paid’ less than that. 


ruary 25, 1921, signed by the insured, and on 
which the original policy was issued, stated that 
the automobile was a 1920 model purchased of 
the Oldsmobile Co. in March, 1920, at the price 
of $2300; that it was not a second-hand car 
It was admitted that 
plaintiff did not purchase the car new in March, 
1920, from the Oldsmobile Co., but bought it on 
February 24, 1920, from a man named Van 
Horn who owned the car, and that the pur- 
chase price was not $2300 but $1850, of which 


and was not mortgaged. 


amount $250 was paid in cash and the balance 
was payable in instalments, all of which were 
Plaintiff testi- 
fied he had answered all of the agent’s ques- 
tions truthfully, and that when the application 
was filed out he signed without reading it. 
Plaintiff further testified that he relied upon 
the agent to write the application properly. 
Plaintiff further testified that having purchased 
some automobile accessories 


secured by a chattel mortgage. 


he desired to in- 
crease his automobile insurance to $1700. The 
company thereupon consented upon insured’s 
application to increase the insurance to $1700 
upon plaintiff's “new” Plaintiff 
says that upon receiving the rider on the policy 
he went to the agent and asked him about the 
word “new.” The agent then informed him, 
“That’s all right, that’s their way of increas- 
ing them; you attach that to your policy; that 
covers the accessories you have insured.” 

In explanation of the error in the motor num- 
ber plaintiff testified that it was taken from 


automobile. 
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the last “Missouri State automobile registry 
certificate ;” the true number being B-3332, but 
in making it out a typographical error occurred, 
whereby, instead of B-3332, the number was 
written “3-3332” and this became 33332 in the 
policy. As to the mortgage on the car the 
plaintiff testified that the mortgage was about 
due, and that he had told the agent that he 
would pay it off. 

The company’s agent named by the insured 
admitted that he wrote the application, but 
swore positively and explicitly that he cor- 
rectly wrote down the answers just as the plain- 
tiff had given them, and that after the applica- 
tion was written he handed it to the plaintiff 
and told him to read it, and that the plaintiff 
did so and signed it. 

Held, that the question as to which of these 
two men told the truth was clearly a question 
for the jury. If the insured did state the facts 
truthfully and the agent chose to write them 
down incorrectly, plaintiff's right is not affected 
by the agent’s action. Whether the statements 
in the application were those of the plaintiff 
or those made by the company’s agent was a 
question of fact for the jury. 

However, the case was not properly sub- 
mitted to the jury. Defendant requested the 
judge to give instruction number 3 to the jury, 
which sought to tell the jury that if plaintiff 
stated to the agent that the car was not mort- 
gaged and that he had bought the same new 
in March, 1920, from the Oldsmobile Motor 
Co. for $2300, and that such representation or 
either of them was false or untrue, then verdict 
should be for the defendant. The court modi- 
fied and materially changed this instruction. 
This was error. The defendant was entitled 
This was an error. The defendant was entitled 
the statements complained of as false were 
made by plaintiff, they rendered the policy 
void.” 

Judgment reversed. 

Andrews v. Bull Dog Auto Fire Ins. Ass'n 
of Chicago (Kansas City Court of Appeals, 
Missouri, 1924), 258 South Western Reporter 


714. 


Proof that the insured obtained title 
through mesne conveyance from a vendor 
whose signature was forged does not prove 
that insured was not the unconditional owner 
when the policy was issued. Misrepresenta- 
tion as to motor number. 

Plaintiff was the bona-fide purchaser of an 
automobile and defendant issued to him a pol- 
icy of insurance thereon against theft. The 
policy contained a provision that it should be 
void, “if the interest of the insured in the sub- 
ject matter of this insurance be other than un- 
conditional and sole ownership.” 

The admitted facts are that A held a bill 
of sale for the automobile, which purported to 
have been made out by Newark Auto Corpora- 
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Public Accountant 


Actuarial 


Actuarial 











HARRY C. LANDWEHR 
Certified Public Accountant 
Insurance a Specialty 


75 Maiden Lane New York City 
Telephone Beekman 3461 








FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


Indianapolis, Ind. 
Des Moines, lowa 


Hume Mansur Bldg. 
Hubbell Building 


GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


25 FRANKFORT ST. NEW YORK 














Prominent Agents and Brokers 








LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 
American Eagle Auto- National Union New Amsterdam 


mobile-Hartford National Hartford Casualty Co. 
American Equitable U.S. Fire Indemnity Company 
Fidelity-Phenix Stuyvesant Pe. America 
Insurance Co. mobile Insurance 
State Pa. BROKERS’ LINGS. SOLICITED 

















Actuarial 








Established 1865 
David Parks Fackler Edward B. Fackler 
William Breiby 


FACKLER, FACKLER & BREIBY 


Consulting Actuaries 

Audits Calculations 
Examinations 
50 BROAD STREET 


Consultations 
Valuations 


NEW YORK 








MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Bldg., 36 W. 44th St. 
NEW YORK 








Joseph H. Woodward Richard Fondiller 
Harwood E. Ryan 
Woodward, Fondiller and Ryan 
CONSULTING ACTUARIES 


Examinations and Audits in 
all Branches of Insurance. 


75 Fulton Street New York 








DONALD F. CAMPBELL 


CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 











JULIAN C. HARVEY, F. A. I. A. 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING - SL. LOUIS, MO. 


T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg., OKLAHOMA CITY, OKLA. 














JNO. A. COPELAND 


Consulting Actuary 


JAS. R. COTHRAN 


Associate Actuary 


322 HURT BLDG. ATLANTA, GA. 


F. M. SPEAKMAN, C.P.A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 
THE BOURSE PHILADELPHIA 














A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 


ABB LANDIS 


Consulting Actuary and Counsellor 


CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D. C. NASHVILLE, TENNESSEE 
10 Jackson Place, N.W. Independent Life Building 














FREDERIC S. WITHINGTON 


F. A. 1. A. 
CONSULTING ACTUARY 


Insurance Exchange Bldg., Suite 948-949 
DES MOINES, IOWA 


SAMUEL BARNETT 
CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA. 














Conservation Specialists 





The Otis Hann Company, Inc. 
‘‘Life Insurance Service’’ 
10 So. La Salle St. Chicago, Ill. 


References Covering Past 23 Years 


L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 














W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 


75 FULTON ST. 25 FRANKFORT ST. 
NEW YORK 





I. M. RUBINOW, Ph. D. 


CONSULTING ACTUARY 
and STATISTICIAN 


Workmen's Compensation 
Liability and Casualty Lines 


Industrial Funds, ete. Philadelphia 


1600 Bankers’ Trust Bldg. 

















Consulting Engineers 








PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 











JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 
LIFE INSURANCE—Ordinary, Intermediate, 
Group, Industrial and Special Classes. 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 

Cable Address: Gertract, New York 


165 BROADWAY NEW YORK CITY 








FREDERICK A. WALDRON 
CONSULTING ENGINEER 
Designer of 


HOME OFFICE BUILDINGS 
Full Architectural and Engineering 
Services Available 
37 Wall St. Tel. Hanover 6718 New York City 
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Reinsurance Service 





D. F. LUNDGREN 
Karby gard, Taby 
pr Stockholm, Sweden 
Adviser in Reinsurance Matters 
in all Branches of Insurance 

















Statisticians 











STATISTICS 


Annual statements, writings, can- 
cellation and reinsurance schedules, 
special calls and all work requir- 
ing the use of tabulating machines. 
Also overload work. Expert comp- 
tometer operators on short notice. 


FENWAY COMPANY; INC. 


Whitehall 20 Vesey Street 
7796 New York 























Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We are also equipped to prepare can- 
cellation and reinsurance schedules, o1 
handle any job where the use of tabulat 
ing machines or comptometers is de- 


sirable 
Phone: JOHN 1090 
50 John St. New York City 











tion, the signature of the vendor, however, be- 
ing forged. A assigned the bill of sale to B, 
who assigned it to L by a bill of sale; that 1. 
assigned it to one G, who in turn sold it to 
the plaintiff, an admitted bona-tide purchaser 
for value. 

Defendant moved for a directed verdict on 
this ground and also upon the additional facts 
that there was another automobile sold by the 
same manufacturer, bearing the same motor 
number, and that this manufacturer never dup- 
licated its numbers. 

The difficulty with the detendant’s case is 
that there is no proof that the insured machine 
was stolen from its original owner. But even 
if this is true plaintiff's title was good against 
every one but the true owner, and he is un- 
known and makes no claim of ownership, and 
plaintiff has never been evicted. No one but 
the original owner can assert ownership against 
the plaintiff. 

The possession of property is evidently proot 
of title. This possession is sufficient to estab- 
lish ownership under the policy, and the judg- 
ment for the plaintiff should be and is affirmed. 

Norris v. Alliance Ins. Co. of Philadelphia, 
Supreme Court of N. J. (1923), 123 Atlantic 
Reporter 762 
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FRENCH COMPANIES RETIRE 


Nationale and Phenix Close Contracts on 
Account of Exchange Rate 

Two of the strongest companies in France, 
the Nationale of Paris and the Phenix of Paris, 
have announced their immediate withdrawal 
from this country. As a result of this an- 
nouncement Starkweather & Shepley, United 
States managers for both companies, completed 
reinsurance negotiations last Saturday by which 
the Rhode Island Insurance Company of the 
Starkweather & Shepley fleet and the mem- 
bers of the Crum & Forster fleet, in a much 
lesser degree, will take over the United States 
business of these two companies. The reiti- 
surance contract will not in any way affect 
the other two French companies managed by 
Starkweather & Shepley, the Abeille and the 
Union of Paris. 

The reason assigned for the retirement of 
the two companies is the continued low price 
of the 
amounts of French government securities were 


franc. In both organizations large 
being used in the United States branches as 
assets. Thus, with the continued depreciation 
of the franc in comparison with the dollar, 
funds or additional securities had to be de- 
posited here to retain their required amount of 
surplus. 


DISCONTINUES WRITINGS 


Associated Employers Voluntarily Sus- 
pends Operations Pending a 
Hearing 


Cuicaco, Ine... June 30.—The Associated 


Chicago, of which 
Sherman & Ellis, Inc., is the attorney-in-fact, 


has voluntarily 


KXmployers Reciprocal of 
discontinued the writing of 
workman's compensation insurance in the State 
of Hlinois, pending a hearing before the Illinois 
Industrial Commission. This hearing will be 
held after the completion of the examination 
of the concern by the insurance departments of 
several States, which will probably be during 
the next week. A complete description of the 
difficulties of the Associated Employers ap- 
peared in THE Spectator for June 26. 

The outcome of the examination is a ques- 
tion, but there are many who believe the 
reciprocal is in an involved condition. If this 
should be true, a serious situation may develop 
tor the hundreds of injured workmen, who have 
claims still pending, and also the injured work- 
men, whose disability continues over an ex- 
tended period and who are entitled to com- 
pensation for many weeks or months to come. 

A hearing in the case was held to-day betore 
Commissioner who 


the Michigan Insurance 


granted a plea for postponement until July 21 


Standard Insurance Elects Officers 

At the annual meeting of the Standard In- 
surance Company of New York, last Friday, 
J. A. Kelsey was re-elected president, George 
Z. Day, formerly secretary. was elected vice- 
president and secretary: H R Howard. past 
retired from office. and 
ites was elected assistant secretary 


assistant 


secretar 


Alfred By 


- 
37 


Miscellaneous Insurance 


MISS BINA WEST HONORED 
Woman Fraternalist Get Master’s Degree 
at Michigan 
Miss Bina M. West, organizer and supreme 
commander of the Women’s Benetit Associa- 
tion of the Maccabees, Port Huron, Mich., was 
singularly honored last week when she received 
the honorary degree of Master of Arts from 
the University of Michigan, in recognition of 
her great public service in the fraternal field. 
She is not a graduate of the university and was 
the second woman ever to have received such 

an honor at its hands. 

















Miss Bina M. West 


Supreme Commander, Women's Benelit Asso- 


ciation of tire Maccabees 


Miss West has been much in the public eye 
recently because of the prominence of her ac- 
tivities in connection with the Republican 
Party. At its recent convention she was one 
ot the most prominent of the women delegates 
and was picked to serve on the Party's execu- 
tive committee. 
he a great aid to the prospects of Calvin Cool 


‘dee and his followers 


Undoubtedly her advice will 





PERSONAL ITEMS 





H. V. Chapman, advertising manager and 
head of the printing department of the Ohio 
Farmers Insurance Company, Le Roy, was 
married recently to Miss Sarah Thompson of 
Hillsboro. The couple is making an auto- 
mobile tour of some of the eastern States and 
on their return will reside in Le Roy. 

_L. D. Bell has been appointed general agent 
ior the Connecticut General at Indianapolis, 
Indiana. Mr. Bell was formerly with McKey 
and Poague of Chicago, real estate and in- 
surance brokers, where his personal production 
annually exceeded $1,000,000 of insurance. 

_ F. O. Harris has resigned as general agent 
tor the Minnesota Mutual at Seattle, Wash- 
ington, and has taken a position as supervisor 
in the big Eliason Minnesota State Agency of 
the same company, where he will devote most 
of his time to work in country territory. Mr. 
Harris has shown marked ability in super- 
visory work, and the company looks for big 
things from him in the Minnesota sector. 

T. B. Jones, general agent at Newport News, 
Va.. for the Life Insurance Company of Vir 
ginia. and his wife, are receiving congratula 
tions upon the birth of their first child. a hov. 
who has been named for his father 





THE SPECTATOR 





Thursday _ 























MUTUAL LIFE OF ILLINOIS 


Springfield, Illinois 








OPERATES UNDER REGISTERED POL- 
ICY AND RESERVE DEPOSIT LAW OF 
ILLINOIS 


Furnishing of PROSPECT LISTS is only 
one of our features of cooperation with 


our Agents 


DESIRABLE TERRITORY AVAILABLE 
FOR GENERAL AGENCIES IN ILLINOIS, 
INDIANA, IOWA and MISSOURI 





Non Assessable Policies 
SUBSTANTIAL SAVING 





Automobile Insurance 
Exchange 


Insuring all classes of Automobiles for 


FIRE, THEFT, COLLISION, PROPERTY 
DAMAGE and PERSONAL 
LIABILITY 





Keystone Indemnity 
Company 


Attorney-in-fact 





R. A. CHASE C. W. KANOUSE 


Otis Building . 
PHILADELPHIA, PA. 


Special Representatives desired in Pennsylvania and Maryland 





























A new Book by William Alexander entitled 


ONE HUNDRED WAYS 
CANVASSING 


FOR 
LIFE INSURANCE 


This is the fifth book of the 
ALEXANDER EDUCATIONAL SERIES 


It contains many canvassing plans contributed by 
successful agents. The comments of the author 
greatly enhance the value of the plans quoted. 


This valuable aid to salesmanship is divided into 
twenty chapters, each dealing with certa n phases of 
the art and practice of selling life insurance. 


Many Examples of Insurance Needs and How to 
Provide for Them are incorporated in this book of 350 
pages, which is clearly printed, is well arranged for 
practical use, with copious sub-headings to enable the 
agent to readily find and utilize methods of treating 
particular problems, and is substantially bound. 


PRICE, $3.50 
THE SPECTATOR COMPANY 


Publishers 


CHICAGO NEW YORK 














Field Annuals 


and 


Insurance Directories 


for 


*Greater New York 

+New York State 
New Jersey 
Kentucky 


Tennessee 
North Carolina 
South Carolina 
Virginia 

Texas 


*City and Suburban. 
tExclusive of Greater New York. 


Each volume contains a complete list of agents in 
the territory covered, with address, list of com- 
panies represented, etc. 


Many new features are included tnat will be found 
only in “Field Annuals.” 


Price of each $5.00 Postpaid 
THE INSURANCE FIELD COMPANY 


Incorporated 


P. 0. BOX 617 














LOUISVILLE, KY. 











